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J. §. Board Seeks to 
Have Agents Called 
Employes 


Ways and Means Com- 
mittee Hears Life Men on 
Social Security Project 


The house ways and means committee 
of Congress this week considered a rec- 
ommendation made by the federal social 
security board that the employer-em- 
ploye relationship should be defined so 
as to include the insurance agents and 
tax them under the provisions of the 
social security act. The committee held 
a hearing at which presentations were 
made by Robert L. Hogg, assistant gen- 
eral counsel Association of Life Insur- 
ance Presidents, and Col. C. B. Robbins, 
manager and general counsel American 
Life Convention. 

These officials sought to preserve the 
status of ordinary commisioned life in- 
surance agents as independent contract- 
ors not subject to social security tax. 
Both organizations have been active for 
some time in securing federal and state 
interpretations and court decisions to 
this effect, especially applying to opera- 
tion of the unemployment compensation 
provision. 


Committee’s Attitude Undisclosed 


There is no intimation that the ways 
and means committee will favor adopt- 
ing the social security board’s recom- 
mendation to make alf life insurance 
agents subject to the tax. 

Extension of the social security act 
to insurance salesmen would disturb the 
fundamental nature of the insurance in- 
dustry, life company representatives 
argued. They took the position that 
not only would it be difficult to develop 
a proper basis for collection of taxes 
but that states would find it difficult to 
deal with the problems of compensation. 

P. M. Estes, Life & Casualty, and 
H. F. Finlay, Interstate Life & Accident 
also spoke. They, with Messrs. Hogg 
and Robbins, argued that agents to 
whom coverage would be extended are 
self-employed and are independent con- 
tractors, citing numerous rulings of the 
internal revenue bureau and the courts 
to support their contention. In addi- 
tion they outlined the manner in which 
agents are employed, pointing out that 
among the problems involved are the 
Part-time agents and agents having con- 
tracts with two or more companies. 


Have Little Control Over Agents 


Insurance companies have little or no 
control over the activities of commis- 
Sion agents, it was disclosed. Company 
tules and regulations relate entirely to 
Policies and not to the manner in which 
they are to be sold. An agent may work 
or “loaf” as he desires. Some agents 

(CONTINUED ON LAST PAGE) 





Cochrane Resigns 
in Surprise Move 


Colorado Commissioner 
Quits on Day Report 
Expected on Incompetency 


DENVER— Luke K. Kavanaugh, 
deputy attorney-general, has been 
placed in charge of the Colorado de- 
partment until April 12 when a per- 
manent successor to Jackson Coch- 
rane will be appointed. 


DENVER—Jackson, Cochrane, Colo- 
rado insurance commissioner for the last 
18 years, resigned Tuesday effective 
April 12. He will ask for retirement on 
the grounds of disability, it was an- 
nounced by his attorney, Pierpont 
Fuller. Mr. Fuller declined to comment 
on the resignation. 

The commissioner appeared before the 
state civil service commission last week 
in a hearing on charges of incompe- 
tency. That body’s decision on the case 
was expected Tuesday. However, since 
Mr. Cochrane has resigned no decision 
will be handed down. 

The resignation hit the state house 
and insurance circles as a bombshell. 
Mr. Cochrane has fought and defeated 
charges against him similar to those 
brought last week on several other oc- 
casions and successfully resisted ouster 
efforts under a state law passed several 
years ago which required state employes 
to retire at a given age. 


Situation May Be Confused 


Since Mr. Cochrane will relinquish his 
duties immediately, although remaining 
on the state payroll another month so 
that he may have his vacation, a succes- 
sor will probably be appointed within a 
few days. The usual procedure is for 
the governor to appoint the commis- 
sioner provisionally. This appointee 
must then take an examination under 
the civil service commission, along with 
all other applicants for the job. The final 
say-so on the appointment lies with the 
commission. Since the provisional ap- 
pointee usually has several months of 
experience before the examinations are 
held, he is given certain credits for that 
experience. In most cases, the provi- 
sional appointee has been approved by 
the commission. However, there have 
been cases where other applicants wrote 
better papers than the governor’s ap- 
pointee and were given the jobs. 

Another factor which may result in an 
unsettled condition is the possibility of 
a dispute between Governor Carr and 
Attorney-general Rogers as to who 
should make this appointment. The sit- 
uation resulting from Mr. Cochrane’s 
resignation is almost identical with a 
current one involving the question of 
whether the governor or the attorney- 
general is to appoint public utilities 
commissions. Since both men made ap- 
pointments in the latter case, leaving the 
question up to the courts for settlement, 
it is considered likely that both Carr and 
Rogers will appoint an insurance com- 
missioner. 

The hearing which preceded Coch- 
rane’s resignation was held on charges 
of incompetence and inefficiency brought 
by Fred M. Mazzula, Denver attorney, 
acting as a private citizen. Prior to the 





Travelers Move 
Has Illinois Cause 


Code Provision of That 
State Is Behind Formation 
of New Company 


At a hearing in connection with a 
bill to grant a charter for Travelers 
Life before the insurance committee of 
the Connecticut legislature, the state- 
ment was made that this company is 
being projected to enable the Travelers 
group to conform with the provisions 
of the new Illinois insurance code. 

The Illinois code that was enacted in 
1937 contains a section that was de- 
signed particularly to reach the Trav- 
elers. It reads: 

“In the event that a company ad- 
mitted to transact business in this state 
prior to the effective date of this code 
has been and is transacting in this state 
or in any other state or country the 
kind or kinds of business enumerated in 
class 1 of section 4 (life and accident 
and health) and in addition thereto any 
of the kinds of business not enumerated 
in such class, the (insurance) director 
may for a period of three years renew 
annually its certificate of authority to 
transact such kinds of business. At the 
end of any extended period as herein 
provided for, the director may extend 
the period during which the certificate 
of such company may be renewed an- 
nually, upon a showing by the company 
at a hearing before the director that 

“(a) It has made reasonable prog- 
ress in the discontinuance of kinds of 
business other than those enumerated in 
class 1 of section 4; and 

“(b) Complete and immediate discon- 
tinuance of such kinds of business would 
result in undue loss to the company and 
the policyholders would suffer mate- 
rially thereby; or 

“(c) There are other reasons for such 
extension deemed by the director to be 
good and sufficient. 

“The extension herein provided for 
shall be for such period as the director 
may deem proper on the showing made, 
but the total of such extended period 
shall not exceed three years.” 

Travelers, the parent company, in 
addition to life, accident and health in- 
surance, writes most of the workmen’s 
compensation and automobile liability 
risks that are produced by Travelers’ 
agents. 

It had been assumed that, if Travelers 
revised the division of its business, it 
would switch the compensation and auto 
liability business from Travelers Insur- 
ance Company to Travelers Indemnity. 
The fact that a charter is being acquired 
for a new company, Travelers Life, may 
mean that the management contemplates 
switching the casualty business of Trav- 
elers Ins. Co., in Illinois to Travelers 
Indemnity, withdrawing Travelers Ins. 
Co., from that state, and using Trav- 
elers Life for life business there. 

In Illinois much compensation and 
auto liability business of Travelers In- 
surance Company was switched last 
year to Travelers Indemnity. 








filing of charges by Mazzula, Represen- 

tative Kline of Denver had announced 

that he would introduce a bill to remove 
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N. Y. Decision 
Allays Fears As fo 
Settlement Options 


Election of Guardian to 
Have Retained Proceeds 
for Infant Is Upheld 


In an important test case involving 
options of settlement, the New York 
Court of Appeals held in Latterman vs. 
Guardian Life that an insurance com- 
pany could retain proceeds payable to 
an infant beneficiary on the election of 
the infant’s guardian. 

The opinion with Judge Lehman dis- 
senting reversed the supreme court and 
the appellate division, first department, 
which had held that such an election 
would constitute a non-legal investment 
of the infant’s funds. 

Although the insured had failed to 
elect any option the majority opinion by 
Judge Finch of the court of appeals held 
that the policy with options differed es- 
sentially from an ordinary straight life 
policy payable in cash. The court took 
the view that the exercise of the option 
was not investment, but that the guar- 
dian obtained “a bundle of contractual 
rights” and that the beneficiary acquired 
a vested interest in the performance of 
the contract. including the right to exer- 
cise the options. This interest was said 
to be in the nature of a property right. 
The court pointed out that while a guar- 
dian could not invest in real property, 
vet he would not be compelled to sell 
real property belonging to an infant ex- 
cept upon finding that sale of such in- 
terest was to the benefit of the infant. 
In the case at hand the court would not 
substitute its judgment for that of the 
guardian unless unusual circumstances 
were shown. 


Couldn’t Elect All Options 


It is believed that this last statement 
would not permit the election of all op- 
tions by a guardian of an infant, such 
as annuity options which would limit the 
rights of the infant when he attained 
majority. Likewise it is not believed 
that the court would permit the naming 
of second takers. In the Latterman case 
the option elected was the interest op- 
tion until majority. 

In the dissenting opinion by Judge 
Lehman the company’s contentions were 
upheld that the policy was payable in 
cash only and that the option could not 
be exercised by the guardian since this 
did not meet Sec. 85 of the domestic re- 
lations law and Sec. 111 of the decedent 
estate law covering investments of in- 
fants’ funds. 

The court of appeals by holding that 
the beneficiary receives “a bundle of 
contractual rights, which have certain 
very valuable options as a component 
part thereof, all of which vest simul- 
taneously” laid a strong foundation for 
optional method of settlement arrange- 
ments, 
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Deduction of Interest on 
“Casualty” Reserves Refused 


The United States court of claims in 
the New World Life case has held 
against the company which sought to 
recover $13,004 alleged overpayments 
of income tax for 1929-1932, inclusive. 

Two questions were presented. First, 
whether the apportionment by the New 
World Life to its investment expenses 
of a percentage of the salaries paid to 
officers and cashiers for services per- 
formed and to:be performed in all de- 
partments of the business constitutes an 
assignment or inclusion of general ex- 
penses in part to investment expenses 
within the meaning of section 203 (a) 
(5) of the revenue acts of 1928 and 1932. 

Second, whether in determining the 
deduction from gross income of the 
specified percentage of the mean of the 
reserves at the beginning and end of 
each taxable year, New World is en- 
titled under 203 (a) and 203 (a) (2) of 
the revenue acts heretofore mentioned to 
include as part of the “reserve funds re- 
quired by law” its reserves for total and 
permanent disability benefits under polli- 
cies of health and accident insurance. | 

There have been some favorable deci- 
sions in the board of tax appeals and 
companies therefore had hoped that when 
the issue went up the board would be 
sustained. Pan-American Life, Oregon 
Mutual Life and Monarch Life all re- 
ceived favorable decisions allowing the 
deduction of these reserves. The higher 
court contends that these are casualty 
reserves. 


Deductions for Salaries 


So far as the deductions for salaries 
are concerned, the court said: “We 
think it is of no controlling importance 
that the officers in their judgment make 
an allocation of general salaries between 


the investment and underwriting de- 
partments. In the circumstances an in- 
terpretation which would permit this to 
be done would require an unauthorized 
interpolation. The fact that general ex- 
penses may be reasonably susceptible of 
apportionment does not take them out 
of the class of general expenses within 
the meaning of the proviso. When so 
apportioned before or after they are in- 
curred the. parts assigned are still im- 
pressed with the character of the serv- 
ices or matters in respect of which they 
are incurred.” ; 

Concerning disability and double in- 
demnity reserves, the court says: “The 
question is whether the term ‘reserve 
funds required by law’ (sec. 203 (a) (2), 
which relates to reserves of life compa- 
nies only, includes, when considered 
with section 201 (a), reserves held by a 
life company on account of outstanding 
policies of health and accident insur- 
ance, that is, casualty insurance, as well 
as reserves held on account of outstand- 
ing life insurance policies. We are of 
the opinion that the reserves held under 
health and accident insurance contracts 
are not properly to be included in the 
reserve fund required by law to be held 
by a life company for the purpose of 
deduction from income for tax pur- 
poses.” . 

The decision says that insurance com- 
panies issuing life insurance and annuity 
contracts may and many do write health 
and accident. This is casualty insurance 
and is the only kind of insurance other 
than life that a life company writes or 1s 
permitted to write under the laws of 
many states. The statutes of the home 
state of New World Life classify health 
and accident business as casualty in- 





surance. 





Cincinnati Sales Congress 
Productive of Ideas 





CINCINNATI — “Organizing your- 
self is the first job if you want to be 
successful in life insurance,” said Hugh 
C. White, general agent Connecticut 
Mutual, Detroit, at the tri-state sales 
congress held here. Life insurance is 
just as good today as it has ever been. 
Agents to succeed should pledge with 
themselves to arrive early at the office 
and start at 8:30 in the morning; have a 
written work plan for the day; make a 
record of yesterday’s work not com- 
pleted and furnish the office with the list 
to be completed later; pledge not to be 
in the office between 9:30 a. m. and 
4:30 p. m.; work every week of the 
year; make at least ten attempts to 
close each week, five of these by ap- 
pointment for not later than 10 a. m.; 
make a complete list of prospects and a 
special list of hot prospects; review the 
sales presentation with the general agent 
from time to time. 

Though he likes best the center of in- 
fluence prospecting method, Mr. White 
also uses the observation method of 
prospecting as well as direct mail. To 
select names of people with buying 
power requires agents to dig for com- 
plete information but such efforts will 
pay rich dividends. Christmas cards an 
agent receives provide good prospects, 
for they come from friends. Friends 
speak well of the agent to their friends, 
when they purchase insurance from him 
for they value it. 


Suggests Opening Statements 


Some opening statements he uses are, 
“Does your insurance have the common 
disaster clause?” “Will laws of descent 
and distribution of ‘property guide your 
property into the hands of those whom 





you want to have it?” “Is your insur- 
ance free from attachment of creditors?” 
questions that may cause the prospect 
to ask, “What do you mean?” and thus 
start a discussion. In the approach Mr. 
White recommended an agent be na- 
tural and not put on an act. 

In the interview the agent must de- 
velop the need clearly, get the prospect 
to agree, explain the plan simply to the 
prospect, and should use visual appeals. 
Mr. White shows his life insurance pro- 
gram to prospects and recommends all 
agents do likewise. If the program is so 
low the agent is not proud of it, he 
should build it up to a point where it 
can be displayed without shame. Life 
underwriters must know when to men- 
tion price, and must plan for the close. 
Some have to do a better job of closing 
than others, Mr. White said. More in- 
terviews plus ‘better interviews plus 
larger percentage of sales per interview 
means more income for the agent. 


No Place for Discouragement 


Words alone won’t carry an agent’s 
message; it is his manner and every- 
thing he does. An agent may be disap- 
pointed but he should never be discour- 
aged. 

Ideas for closing are: The bargain be- 
cause of age change offered now; ability 
to pass examination, referring to pros- 
pect’s need for passing the medical 
credit, as well as financial credit test; 
the agent may start to arrange for pre- 
mium payment, or he can begin to ar- 
range for income settlement or start 
writing the application. Questions on 
minor points can be used to close. Mr. 
White also suggested the banker close, 
“If I werea banker and offered this: 


proposition to you, you would take it 
up, so don’t hesitate because I am an 
insurance man.” 

Summing up his experience of 20 
years in specialized selling, during which 
he has been directing field activities of 
5,000 salesmen, A. L. McCarthy, vice- 
president Eureka Vacuum Cleaner Com- 
pany, Detroit, discussed “Strategy, an 
Important Phase of Selling.’ When the 
president of his company commented 
to an agent that Mr. McCarthy was 
worth a million dollars to his organiza- 
tion, it opened the way for the sale of 
a million dollars of insurance on Mr. 
McCarthy. He recommended a planned 
routine, not canned sales talk. 


Opposed to Drawing Accounts 


“Drawing accounts never made a 
salesman,” said Mr. McCarthy. “If you 
can’t sell without them, you won’t sell 
with them.” 

Quoting various figures and statistics 
which indicate that this year will reach 
about the same peak of business activ- 
ity as 1937, V. S. Welch, second: vice- 
president Equitable Society, Chicago, 
commented that men in other lines think 
life insurance men have done a good 
selling job. But, figures compiled in 
the Equitable group department show 
44 percent of the persons on whom 
group death claims were paid had no 
other insurance, while 20 percent addi- 
tional had less than $500 life insurance. 
Of the remainder, 25 percent had less 
than $5,000, while only 23 percent had 
$1,000 to $5,000. Publicity about social 
security, in newspapers, radio, and other 
media in the past few years has been 
a great asset to life insurance for it 
compelled people to think about their 
position when they are age 65. 

“Security is an accumulation of 
money,” Mr. Welch said. “After money 
is accumulated we must save it; after it 
is saved, we must distribute it.’ He 
pointed out the weaknesses of various 
investment fields as compared with life 
insurance. 


Recommends a “Pep” Club 


He urged the agents to join a “Pep” 
club, in which “P” stands for a plan 
of accomplishment to be adopted which 
the agent can fulfill; ““E” means enthu- 
siasm about the plan adopted, and “P” 
means perseverance. 

An agent must keep in good physical 
condition if he wants to get results in 
the business, Mr. Welch said. Lack of 
will power is the reason for so many 
failures. Determination to succeed is 
important in every interview because 
each is a battle of two minds. Agents 
must live, eat, think and sleep life in- 
surance, Mr. Welch said. 

Over 300 registered for the congress. 
G. J. Woodward, Equitable Society, 
president Cincinnati association, paid 
tribute to John Sebastian, Union Cen- 
tral, for his work in organizing the sales 
congress. 
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Life & Casualty Men Bring 
Home Bacon in Acuff Week 


— 











J. E. ACUFF 


Executive Vice-president J. E. Acuff 
celebrated his twenty-fifth anniversary 
with Life & Casualty of Nashville re- 
cently. The field force celebrated it, too, 
as is shown by the report in Mr. Acuff's 
hand which were only a small part of 
the week’s grist. The Mississippi val- 
ley territory, where Mr. Acuff was man- 
ager for many years, took the lead from 
the southeastern territory with an indus- 
trial net increase of $322.79. 


W. J. Graham Honored 
by Kansas City Agents 


KANSAS CITY—W. J. Graham, 
vice president Equitable Society was 
guest of honor at the dinner party given 
by A. M. Embry, manager. The occasion 
marked the successful close of a 5-week 
campaign in honor of Mr. Embry’s 
birthday. Approximately 100 agents 
and their wives attended. 

Other executives attending were man- 
agers: M. A. Nelson, St. Louis; G. J. 
Woodward, ‘Cincinnati; W. V. Woody, 
Chicago; M. C. Nelson, Des Moines; 
F. C. Croxson, Omaha, and Homer 
Jamison, Oklahoma City. 








Institute Radio Program 
On Life Insurance 


KANSAS CIT Y—The first of a series 
of round table discussions on life insur- 
ance was broadcast over» KCMO. 
Dallas Alderman, vice president of the 
Kansas City Life, William Slack of the 
Metropolitan, Herley Daily of the Con- 
necticut Mutual and Sam Quarles of the 
Provident Mutual participated. 

The program, which can be heard 
from 7:30 to 8:00 p. m. each Wednesday 
evening, will be a sustaining feature of 
the station and questions submitted by 
the public and by life insurance men, 
will be answered. Four life insurance 
men will participate each week. 

Jack Neil of KCMO, who used to be 
an agent for National Fidelity Life, is in 
charge of the program. 





D. C. Pray Is Agency Secretary 


D. C. Pray has been appointed agency 
secretary of Bankers Life of Nebraska. 
He has beén in the insurance business 
since 1927, starting out with Lincoln 
National Life. He joined Bankers Life 
in Febraury of this year. 





R. O. Browning Has 10-Year Record 


R. O. Browning of Burlington, N. C. 
is one of the leaders in the country 1n- 
sofar' as app-a-week records are con- 
cerned. He has now completed 1,120 
consecutive weeks of production. That 
is his entire“length of service in the 
business, “He represents Pilot. Life of 
Greerisboro, N. C:°*"~ ° 
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Cummings Outlines 
Ways of Selling 
Average Prospects 


Should Make Them Con- 
sider Life Insurance in 
Terms of What It Will Do 


At this week’s meeting of the Chicago 
Association of Life Underwriters Har- 
old J. Cummings, vice-president Minne- 
sota Mutual, said that the question in 
the mind of the average prospect is, first, 
how much life insurance he really should 
own and second, “why buy it now?” 

He said the average family, at least in 
the larger cities, with an income of $100 
a month is putting 5 percent of that in 
life insurance premiums. Families with 


an income of $200 a month usually have 
approximately $5,000 of life insurance. 
The average head of a family in these 
income brackets is thus carrying some- 
where under $5,000 of life insurance and 
feels that he has enough. If he is 
pressed to buy more, he is uncertain in 
his own mind how much he should take. 
It is the job of life insurance men gen- 
erally to provide fitting answers to the 
prospect who wants to know how much 
life insurance he should carry and why 
he should buy it now. 


Uses Blackboard to Illustrate 


Using a blackboard, Mr. Cummings 
illustrated how the amount of life in- 
surance any man carries can be broken 
down to show what it will provide. That 
is, a prospect carrying $3,000 of life in- 
surance really does not have that much 
life insurance for his wife because the 
final bills in event of death will total at 
least $750, so the total amount of life 
insurance really carried for the family is 
$2,250. He then proceeded to show how 
much of a monthly income the $2,250 
would provide over a period of five or 
ten years and how the small purchase 
of an additional amount would bring the 
monthly income up to the point where 
it would put the family on a self-sus- 
taining basis. 

“It is only by presenting’ life insur- 
ance in this way,” Mr. Cummings said, 
“that the prospect can look upon life in- 
surance in terms of what it will do 
rather than thinking of policy amounts 
or premiums.” 


Should Include Social Security 


In showing the prospect what retire- 
ment income value his policy has at 65, 
Mr. Cummings said that the agent 
should always include the social security 
income that will be available at that age. 
The prospect of 30 or 35 with a salary 
of from $200 to $250 a month will get 
fifty some dollars a month in social se- 
curitv retirement income, which added 
to a modest life insurance program will 
provide at least $100 a month. 

The amount of life insurance that 
most Prospects can buy will not pro- 
duce a sufficient retirement income, but 
added to the social security income it 
will. Mr. Cummings based his entire 
talk on the situation to be found with 
the average prospect earning a modest 
salary and illustrated how entirely pos- 
age it is for most of such prospects to 
€ sold at least $1,500 to $2,000 of new 
life insurance. 


Honor 100 Percenters 


President C. B, Stumes, Penn Mutual, 
a pa at the meeting. At the head 
: € were seated 20 general agents and 
oe whose agencies are 100 per- 
he members of the Chicago Associa- 

n. Each was presented with a framed 
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New Penna. Deputy 








ALEXANDER 


RALPH H. 


Ralph H. Alexander, the new deputy 
commissioner of Pennsylvania, comes 
from an insurance family and has been 
an insurance man for more than 20 
years. More than a year ago he be- 
came full time manager of the Pitts- 
burgh Insurance Agents Association. 
He was for the previous 20 years con- 
nected with the Hoover & Diggs agency 
of Pittsburgh. He will be honored by 
the Pittsburgh insurance fraternity at a 
dinner and reception Saturday night. 

Mr. Alexander is a nephew of the late 
J. S. Alexander, one of the founders 
and at his death president of McCand- 
less, Collingwood & Alexander of Pitts- 
burgh, and a cousin of the present head 
of that agency. Kent Alexander, a son, 
is with Hoover & Diggs. 





Law Knows No Presumption 


to Decide Who Died First 


“Simultaneous Deaths” was the sub- 
ject of a paper read at a meeting of the 
Chicago Life Insurance Lawyers Club 
by Burton P. Sears, associate general 
counsel, Washington National. 

Presumptions of survivorship in case 
of death in a common catastrophe are 
a perennial subject of discussion. In- 
surance men are constantly asked, “Who 
will get the money?’ Nearly everyone 
supposes that there is some presump- 
tion of law to solve the problem. Mr. 
Sears pointed out that there is no pre- 
sumption whatsoever of the survivor- 
ship of either party. However, there 
is some’ ground for the common belief, 
as the Roman law, and the French Code 
Napoleon have explicit presumptions to 
cover different cases. Thus in some 
cases, depending upon age, it will be 
presumed that a father survived, in 
others that a son survived, etc. 


Rule in U. S. and England 


Our law, of course, was derived from 
the English common law, which has no 
presumptions, and the United States 
Supreme Court, in Young Women’s 
Christian Home vs. French (1902), 187 
U. S. 401, ruled that “there is no pre- 
sumption of survivorship in the case of 
persons who perish by a common dis- 
aster in the absence of proof to show 
the order of dissolution. .. . The ques- 
tion of actual survivorship is regarded 
as unascertainable and descent and dis- 
tribution take the same course as if the 
deaths had been simultaneous.” 

Laymen may be surprised to know 
that the courts are not much concerned 
with the physical fact of who dies first, 
but aim at rules which will best bring 
about the normal devolution of property. 

Thus a man may leave everything to 











A newspaper. 


clined to approve. 


he isn’t 60 years old yet. 


newspaper chain. 


cash reserve, 
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THE WHISPER OF AZRAEL 


So profitable that for a long time it had 
paid a large monthly dividend on its capital stock. Believing 
that if he should die the corporation might suffer a sizable 
advertising and circulation loss before his successor could be 
chosen, the editor-manager applied for and obtained a policy 
of $100,000, payable to the corporation. 
Said one:—‘‘He’s one of the best news- 
paper men in the country, but we could replace him, and 
He’s well and strong. So why 
should we pay an insurance company $6,000 a year?” 

But !—six short months later, the editor, working at his 
desk, heard the whisper of dark-winged Azrael. 

Business soon steadily fell off, and the journal was 
sold to a newspaper publisher in a nearby city, who, quickly 
bankrupt, yielded it to a receiver, who passed it on to a 


The issued policy would have assured continuance of 
profitable ownership. Or if the death had been deferred the 
cash value would have supplied a yearly increasing available 
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his wife, expecting her to provide for 
their children. If husband and wife die in 
the same accident it does not matter a 
great deal which one died first, because 
the property in any event will go to the 
children. However, if the wife’s heirs 
are different from the husband’s heirs, 
the question of who died first may be 
vastly important. 

The courts accomplish their purpose 
of aiding a normal devolution of prop- 
erty by ruling on the burden of proof. 
The rule in most courts is that the 
person who claims that the heir sur- 
vived must prove it. As the question 
implies that there is no way of telling 
who died first, the effect of this rule is 
that the wife’s heirs cannot prove that 
the husband died first. 

Suppose husband and wife both have 
property. The wife’s heirs cannot 
prove that the husband died first, and 
therefore, the husband’s property goes 
to the husband’s heirs, excepting the 
wife and her heirs. On the other hand, 
the husband’s heirs cannot prove that 
the wife died first, and therefore, the 
wife’s property goes to her heirs, ex- 
clusive of the husband’s heirs. Where 
there is any proof the question being 
considered does not arise. 


Comes Up in Life Insurance 


The question comes up in life insur- 
ance in finding a second beneficiary in 
case the primary beneficiary dies at the 
same time as the insured. The benefi- 
ciary clause should be wisely drawn. 
Practically the unanimous authority of 
the courts is to the effect that the in- 
sured’s estate (usually designated as the 
secondary or contingent beneficiary) in 
contradiction to the primary beneficiary 
named in the policy, is entitled to re- 
ceive the proceeds of the policy in the 
absence of proof of survivorship. 

The only discussion that has been 
found on this precise subject is in a 
little hand-book (page 65) entitled 
“Making the Best Use of Your Insur- 
ance,” by Guy B. Horton, attorney, Na- 
tional Life of Vermont. 


Clause Recommended 


A provision naming another benefici- 
ary if the primary beneficiary does not 
live to “receive the proceeds” is danger- 
ous, because it is hard to say what the 
courts will consider “receiving the pro- 
ceeds.” Neither should the test be re- 
ceipt of due proofs of the insured’s 
death. Using a provision to the effect 
that the beneficiary is entitled to the 
proceeds if she shall survive the insured 
a certain number of days is dangerous, 
since that would make it necessary to 
determine the exact moment of the 
death of both insured and beneficiary. 
Mr. Horton recommends the use of a 
phrase substantially as follows: 

“Tf the beneficiary shall be living on 
the tenth day after the death of the in- 
sured, otherwise” to another beneficiary. 
The advantage of this is that if the bene- 
ficiary is living on any part of the tenth 
day she will take the proceeds, other- 
wise not. The measurement of the time 
between the death of the insured and 
the beneficiary is avoided. 

Actually the problem of simultaneous 
deaths comes up very rarely. The ques- 
tion of settlement, or succession in in- 
terest in the proceeds, is the important 
one and it is extremely rare for this to 
be complicated by simultaneous deaths. 


N. J. Bar Issues Insurance Bulletin 


The insurance law section of the New 
Jersey State Bar Association has pub- 
lished its first bulletin. Periodically 
such bulletins will be printed.. Bulletin 
No. 1 presents in tabloid form various 
bills that are before the legislature, con- 
tains the review of a recent decision by 
Samuel Foosaner and gives in extremely 
brief fashion facts about recent court 
decisions. 
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Pilot Life Has Its Biggest Day 





The largest volume of business in any 
one day in the Pilot Life history was 
presented to President Emry C. Green 
in honor of his fortieth birthday. The 
total was $1,429,414. The drive was un- 
der the leadership of Agency Manager 
J. M. Waddell and W. B. Clement, su- 
perintendent of the industrial division. 











Shown in the photograph, seated, is 
Mr. Green in the center with Mr. Wad- 
dell on the left and Mr. Clement on the 


right. Standing, left to right, are: John 
W. Carson, secretary; W Sharpe, 
treasurer, and Dr. M. F. Starr, vice- 
president and medical director. Increased 
business is expected for 1939. 











Davenport Has 800 as Goal 
For Sales Congress May 12 


DAVENPORT, IA.—Karl Madden, 
general agent Penn Mutual, is seeking 
to make the 1939 sales congress here 
May 12 even more of a success than the 
one last year, which broke many rec- 
ords. Davenport is eager to have the 
mid-year convention of the National 





year and will again demonstrate its 
merit as a convention city in the forth- 
coming sales congress, Last year the 
attendance was 700 and Mr. Madden is 
aiming at 800 this year. 

Holgar J. Johnson of Pittsburgh, 
president National association, will be 
the headliner. In addition there will be 
at least one home office executive, one 
prominent general agent, and an out- 





Eastern L. O. M. A. 
Meeting Is Set for 
April 27-28 


The Eastern special conference of 
Life Office Management Association 
will be held in New York April 27-28 at 
Hotel New Yorker. The theme will be 
“Planning Policy Records for Current 
News and Future Growth.” General 
chairman will be W. P. Barber, Jr., sec- 
retary Connecticut Mutual. 

Topics to be considered will cover 
purpose, design, preparation, retention, 
housing and maintenance of records. 
Auxiliary records will also be discussed. 

The mid-west-southern special confer- 
ence Life Office Management Associa- 
tion will be held on May 25-26 at Hotel 
Jefferson in St. Louis. 

Following is the Eastern Conference 
program: 


Thursday, April 27 


Opening remarks by association presi- 
dent, R. A. Taylor. 

Introduction of conference program, 
general chairman, W. P. Barber, Jr. 

“A Description of Policy Records and 
Related Routines,” “Home Life of New 
York System,” W. C. Damuth, planning 
supervisor; “Massachusetts Mutual Sys- 
tem,” L. E. Kuehn; “Connecticut General 
System,” H. C. Brinckerhoff, Jr. 

Recapitulation and discussion led by 
Carl Schneider, coordinator National 
Life of Vermont, “Trends towards sim- 
plification of records, centralization of 
files, Use of master card file and service 
to policyholders and agents.” 


Afternoon Session 


“A Description of Policy Records and 
Related Routines” (continued), ‘“Provi- 
dent Mutual System,” C. E. West, assist- 
ant actuary; “Phoenix Mutual System,” 
Miss E. E. Dickerman; “Connecticut Mu- 
tual System,” W. C. Mahoney. 

Recapitulation and discussion led by 


L. L. Stevens, assistant actuary, Penn 








oe, 


Insurance Written on 


Galveston Quadruplets 


The first insurance on the Bad- 
gett quadruplets, born recently at 
Galveston, Tex., was placed by 
E. T. Elmendorf, assistant man- 
ager of ordinary agencies Texas 
Prudential. The girls, Jeanette, 
Jeraldine, Joyce and Joan were 
each given a $500 policy by their 
father, W. E. Badgett, the policies 
being 20 pay endowment at 85. 





Pays in “Cash Not Caskets” 


Standard Life of Jefferson City, Mo, 
is pushing, through newspaper advertis. 
ing, a family group policy, covering in 
units of $200 or $300. It is advertised 
as burial insurance, paying in “cash not 
caskets.” 








billing and service to policyholders and 
agents, 


Friday, April 28 


“Survey Procedure in Anticipation of 
Major Changes in Policy Record Rou- 
tines and Related Activities,” K. D. Ma- 
caulay, assistant comptroller Sun Life. 

“Preparation of Policy Records at Time 
of Issue,” R. A. Mangini, supervisor John 
Hancock Mutual. 

“Development and Use of Policy Mas- 
ter Record Card,” L. R. Jacobus, assist- 
ant secretary Mutual Benefit. 

Discussion. Leader: L. Z. Richards, 
supervisor Aetna Life. 


Afternoon Session 


“The Most Effective Use of Metal Ad- 
dressing Plates in Planning Policy Rec- 
ords,” S. W. Greene, manager insurance 
department 
Corp. 

“Use of Shelving for Filing Policy Ap- 
plications and Records,” representatives 
of New England Mutual and Equitable 
Society. 

“Use and Maintenance of Policy Rec- 
ords in Branch Offices,” H. B. Peterson, 
field auditing department Northwestern 
Mutual. 


Addressograph-Multigraph 














standing personal producer. In the eve- | Mutual, “Trends toward simplification of Discussion: Agency office cashiers 
Association of Life Underwriters next | ning there will be a speakers’ banquet. | records, centralization of files, combined | (metropolitan area). 
TWENTY-NINTH ANNUAL STATEMENT 
: of the 
Helena, Montana 
RESOURCES OBLIGATIONS 
Home Office Building................064 $ 1.00 0% Present Worth of Outstanding Polices............. $11,530,294.00 
: (Legal Reserve) 

ities - Present Worth of Balance Due Under Claims Being 
WE $e kacce ina Hecmun sti ecenneseasmens 9,992,145.75 41.46% Paid in Inslcliments....... 0.006. c0sscscccccees 304,359.00 

U. S. G Bec auetscupale ee $1,267,586.25 

+ co ama aaa: 1832 362.80 Claims ER SEP EEN GS odie A eS Sa anon gaits 47 874.00 

I ic scans detuinn peeve 1,370,974.95 Notice of claims received but proof not yet 

Public Utility 2.0.0... .... cece, 1/318,764.25 gonna any possible 1938 claims — 

; PN a oe sniinernacttntan nas anne ; reported by December 31, 1938............. 25,000.00 
First Mortgage Loans................... 4,425,457.41 30.62% Interest Paid in Advamce..................0..000 84,763.00 
© (Not yet earned) 
RE Sinn Snkainiiinnaneciyees dee ¥ aia Premiums Paid in Advance...................... 129,632.00 
Balance Due on Real Estate Sold......... 240,177.13 1.66% (Not yet due) 

(Being paid for in installments) Taxes (for 1938 but payable in 1939).............. 42,267.00 
Loans to Policyholders.................. 3,231,600.69 22.36% NE ois vi nscnc biter nnkes vernens 14,572.16 
PE ea catia turer one ein eens 195,854.22 1.36% TOTAL OBLIGATIONS .............cccccccccecu. $12,153,761.16 
ee eee 98,529.75 .68 % Surplus to Policyholders....................0005: 2,300,000.00 

. opiclt stock: 8. se ae cee $ 500,000.00 
Current Net Premiums and all Pp =» 
TINE ooo cicue tcc necvnceones 269,995.21 1.86% nae cue 
pty 8) & 3 re $14,453,761.16 100.00% : | a ee eer rere ewer ee eee Tre $14,453,761.16 


For each $100 of obligations, the West- 
ern Life has $118.92 in resources. 
& ¢€ 
Under the law of Montana the present 
worth of all policies of Montana insurance 
companies must be kept on deposit with 
the State Insurance Commissioner. The 


Western Life has on deposit with him 
twenty per cent in excess of what the law 


requires. 
£4 ¢€ 
None of the bonds listed in this state- 
ment are in default either as to interest 
or principal, and the market value of bonds 


owned on December 31, 1938, exceeded the 
value shown in this statement. The Com- 
pany owns no stocks, and all real estate 
previously foreclosed has been sold or 
charged off of the books of the Company. 


Only 2.67% of the total number of first 
mortgage loans had interest payments more 


than 30 days past due, 
such loans is not included in the statement 
of resources. 


and interest on 


¢ ¢ ¢. 

Because Home Office buildings cannot be 
used to pay death and other claims, the 
beautiful Western Life building is carried 
as an asset in the sum of only $1.00. 


Surplus to Policyholders, Including Voluntary Contingency Surplus, $2,300,000.00 


R. B. Richardson, President 
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Orders Nebraska 


Operations “Frozen” 


LINCOLN, NEB.—At the request of 
the legislative committee probing the 
insurance department, Governor Coch- 
ran directed Insurance Director Smrha 
to take no action on pending applica- 
tions for mergers, company licenses, or- 
ganization of new companies or trans- 
fer of funds by companies until the 
investigation is completed. The Na- 
tional Health Finance Company, 
Omaha, whose articles of incorporation 
were approved and which is ready with 
100 applications to start business, asked 
the order not apply to it. Chairman 
Miller of the committee said the move 
was made to prevent “last minute at- 
tempts” to take advantage of present 
laws before remedial legislation is se- 
cured. The legislature suspended fur- 
ther consideration of insurance bills until 
the committee’s recommendations are 
formulated. Director Smrha at the com- 
mittee’s request also is preparing 
recommendations for law modification. 

Investigation of Western Union Life, 
now owned by Republic National! Life, 
was started. 


Raise Question of Smrha’s Bond 


Discovery that Smrha had no official 
bond on file with the secretary of state 
caused the committee to ask its coun- 
sel whether failure to file bond auto- 
matically vacates an office and whether 
the office of director is included in the 
list whose appointment by the governor 
must be confirmed by the legislature. 
The statute does not require the insur- 
ance director to be confirmed. Smrha 
filed a continuation certificate he re- 
ceived in August but had not filed a 
bond due to belief it was not necessary. 

The committee has directed its atten- 
tion to the securities bureau, a part of 
the insurance bureau. Smrha told the 
committee when he took office in 1935 
he was told the bureau was an indepen- 
dent agency and it has been operated 
that way ever since. He disclaimed re- 
sponsibility for its conduct as he was 
not consulted about staff appointments. 

Smrha, questioned by the legislature’s 
appropriations committee as to adequacy 
of the insurance laws, said the code has 
not been changed since 1913 except at 
the behest of companies seeking special 
privileges. He said the department has 
been on the job but the people have not. 
He urged a two-year study of recodifi- 
cation be made. The 1913 code barred 
organization of assessment life compa- 
nies, and attempted to bar all other 
forms of assessment companies, but the 
legislature did not approve. Assessment 
companies are a problem to the depart- 
ment. Chairman Miller said a survey 
showed 12 assessment companies had 
less than $1,600 assets, and one had only 
$3.50. 

Smrha objected to a bill to consolidate 
the department with that of banking, as 
he said the insurance business is so large 
and important that its regulation should 
have independent status. 

The department asked $131,400 ap- 
propriation for the biennium, of which 
$6,400 is for the director’s salary, an in- 
crease of $25,000. The governor recom- 
mended $17,500 increase. Costs of de- 
partment operation have increased 60 
per cent since 1933. 

HH. P. Farber, secretary of Service 
Life of Omaha, told the committee 
about the charge made before the com- 
mittee that not all stockholders were 
notified when the par value of stock was 
cut from $10 a share to $5 two years ago. 
He said the man who made the charge 
had been dropped from the roll of agents 
when he and his associates in Union 
Pacific Life purchased stock control of 
the Service Life. Since then the man 
has sought re-employment and has also 
tried to get the company to buy back its 
Own stock, 

Mr. Farber produced the records of 
the meeting to show that 22,000 shares 
were represented of which 5,000 were 





Head of N. Y. C. Association 
In Production Ranks 








L. A. CERF, JR. 


L. A. Cerf, Jr., president of the New 
York City Life Underwriters Associa- 
tion, who has decided to give up the re- 
sponsibilities of management and en- 
gage exclusively in personal production, 
will go with the DeLong agency of Mu- 
tual Benefit Life in his city. He resigns 
as manager of Fidelity Mutual Life. 








Canadian Officers to Meet 
in Toronto June 8-9 


TORONTO—tThe Canadian Life In- 
surance Officers Association will hold 
its annual meeting here at the Royal 
York Hotei June 8-9. The Life Agency 
Officers section, which is now part of 
the Association, is expected to meet 
June 7. Sir Gerald Campbell, British 
high commissioner for Canada, will 
speak at the annual dinner June 8. 





Labor Board Hears Prudential Case 


MADISON, WIS.—The state labor 
relations board held a formal hearing on 
a complaint against the Prudential, 
lodged bv the independent International 
Union of Life Insurance Agents, charg- 
ing the company has refused to bargain 
collectively. 

The board issued a ruling about a 
month ago ordering the company to bar- 
gain with the union, but later set it aside. 
C. B. Quarles, Milwaukee, and Carol M. 
Shanks, general solicitor for the Pru- 
dential, represented it at the hearing. 











proxies. All had approved the reduc- 
tion. He said that the company had 
suffered losses in the depreciation of se- 
curities during the early thirties, and 
that the transfer from capital to surplus 
was made as a matter of sound business 
policy. No stockholder was either 
harmed or benefited, he said, as there 
was no change in the proportionate 
share of assets. He said that it was un- 
fortunate that anybody could sue an in- 
surance company. For four years the 
company has been in the courts on a 
claim based on the fact that a transfer 
had been made from the participating 
funds to the non-participating fund. He 
said policyholders had received all and 
more than was their due. 

D. S. Fairchild, whose mother, Mrs. 
M. A. Fairchild, is chief clerk of the in- 
surance department, told the committee 
that his mother had nothing to do with 
his getting the position of assistant sec- 
retary of the Service Life company and 
that he resented the implication that he 
could not be allowed to hold a job in a 
business he had followed for ten years 
because of her position with the state. 








STILL 
CLIMBING... 


The rankings of 285 Companies on the 
basis of total Life Insurance in force, as 
published in The National Underwriter 
last week, showed The National Life 
and Accident gained another notch, 


moving up from 27th to 26th place. 


Thus is continued the growth of this 
Company, now in its 40th year, which 
in the past ten years has climbed from 
fortieth place to twenty-sixth, among all 


Companies regardless of size or age. 


May we be pardoned for saying we 


think this is pretty good ? 


Thi 


NATIONAL LIFE 


AND AACCIDENT 
InsunanceCompanyl\ne. 
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STATEMENT OF FACTS 


Concerning 


INDIANAPOLIS LIFE INSURANCE 
COMPANY 


hb A Mutual, Legal Reserve Company. 
2. Thirty-four years old. 


3. Under restricted Investment and Compulsory De- 
posit Laws of Indiana. 


. Over $108,000,000.00 in force. 
. Has had steady normal growth. 


4 
5 
6. Never entered any race for size. 
7. Never reinsured another company. 
8 


. Business written by own carefully selected 


AGENCY STAFF. 


9. Organized to provide low cost insurance and made 
good. 


10. Low mortality—average since organization—43%. 


11. In 1938 
a. Gained $1,687,406.57 in assets making total 
assets $22,094,81 1.82. 
b. Gained over $2,000,000 of Insurance in 
Force. 
c. Paid $1,834,653.47 to policyholders and 
beneficiaries. 


12. From its inception, methods and practices have at 
all times received commendation. 


13. It has paid over $20,800,000.00 to policyholders 


and beneficiaries since organization. 


14. During the nine-year period from December 31, 
1929, to December 31, 1938 
Assets increased 111.3% 
Surplus increased 111.2% 
(The increase in assets is double and the increase 
in surplus is four times the average for life insur- 
ance companies as a whole.) 


15. The Company's pledge: 
"To observe the spirit of Mutuality. 


"To keep QUALITY, SERVICE and 
SAFETY, FIRST." 


INDIANAPOLIS LIFE INSURANCE 
COMPANY 


Indianapolis, Indiana 


EDWARD B. RAUB A. H. KAHLER 
President Second Vice-President 
Supt. of Agencies 


Agency opportunities in Indiana, Illinois, Ohio, 
lowa, Texas, Michigan, Minnesota, California. 


New Life Insurance 
Commissioner of Texas 








WALTER WOODWARD 


Walter Woodward of Coleman, 
whose appointment as life insurance 
commissioner of Texas and chairman of 
the board of insurance commissioners 
has been confirmed by the state senate, 
is a former state senator. He is well 
known to his colleagues on the insurance 
board, Casualty Commissioner Waters 
and Fire Commissioner Hall. Mr. 
Woodward served 10 years in the Texas 
senate and was Coleman county attor- 
ney for two years. He is a past presi- 
dent of the Coleman chamber of com- 
merce and was vice-chairman of the 
Texas delegation to the Chicago Demo- 
cratic convention in 1932. He cast the 
Texas vote at that time for Roosevelt 
after John Garner’s name had _ been 
withdrawn. He is a past president of the 
Texas Bar Association and is a member 
of the house of delegates of the Ameri- 
can Bar Association. 

Mr. Woodward’s name was before 
the senate for only two days before con- 
firmation was given, in sharp contrast 
to the first nomination of Governor 
O’Daniel, Truett Smith of Tahoka, who 
was refused confirmation. 

R. L. Daniel has held office automatic- 
ally since expiration of his term Feb. 10, 
pending qualification of his successor. 
He has not yet announced his plans for 
the future. However it is anticipated 
that he will resume the practice of law. 





Regional Rally in Los Angeles 


LOS ANGELES—Southern Califor- 
nia’s regional conference for general 
agencies of California-Western States 
Life was held here with Manager 
George H. Page as chairman. President 
O. J. Lacy, Walter Kennedy, chief 
home office underwriter, and Grant Tag- 
gart, Cowley, Wyo., millionaire writer, 
participated. 





Train for Commissioners; 
Committees Announced 


Tentative plans submitted by the spe- 
cial transportation committee for the 
annual meeting of the National Associa- 
tion of Insurance Commissioners in San 
Francisco, June 21-23, provide for a 
special train leaving New York June 16, 
Chicago June 17. Denver June 18, and 
Salt Lake City June 19, arriving in San 
Francisco the afternoon of June 20. The 
train would pass through Omaha, where 
representatives from southwestern states 
would meet it, Secretary Read of Okla- 
homa explained. 

Chairmen of the San Francisco com- 
mittees in charge of the convention are: 
Publicity and program, F. N. Belgrano, 
Jr., Pacific National Fire; finance, E. T. 
Cairns, Fireman’s Fund; reception, S. L. 














Carpenter, Jr., Pacific Board; golf, Ray 


Decker, Royal-Liverpool fleet; registra. 
tion, R. i 
Casualty & Surety Underwriters; ban. 
quet, F. V. Keesling, West Coast Life: 
entertainment, E. C. Lloyd, Industria} 
Indemnity Exchange; transportation, 
E. Manners, National Automobile Club: 
hotel, E. C. Porter, U. S. Fidelity % 
Guaranty. 

Commissioner Goodcell is honorary 
chairman of the executive committee, 
which is composed of the chairmen of 
the sub-committees. Mr. Carpenter js 
vice-chairman. Mrs. Goodcell is honor. 
ary chairman of the ladies committee. 

An elaborate program of events and 
diversified entertainment is planned. [t 
is planned to have the commissioners 
participate also in a big public program 
on Treasure Island — scene of the 
Golden Gate International Exposition, 
June 24, designated as Insurance Day, 

The insurance commissioners will haye 
plenty of opportunity to visit the Golden 
Gate International Exposition without 
“cutting classes” according to the tenta- 
tive program outlined by the general 
committee assisting Commissioner Rex 
B. Goodcell. They will also visit the 
Big Basin, state park protecting thov- 
sands of the giant California redwoods, 
a luncheon at Del Monte, 125 miles 
south of San Francisco; the great red- 
woods in Muir woods across Golden 
Gate bridge north of the city; the two 
great university campuses; enjoy special 
sight-seeing trips about the city; havea 
banquet and enjoy a special entertain- 
ment program. 





“Ad” Men’s Southern Round 
Table Plans Announced 


The Southern Round Table of the Life 
Advertisers Association will meet at the 
Plaza Hotel, San Antonio, Tex., April 
19-21, during the Fiesta de San Jacinto. 
C. B. McPhail, public relations mana- 
ger Great American Life, San Antonio, as 
chairman will be assisted by the follow- 
ing committees: Entertainment, O. P. 
Schnabel, San Antonio, manager Jeffer- 
son Standard Life, chairman; William 
Sexton, agency secretary Great Southern 
Life, and Lorry Jacobs, director of pub- 
lic relations Southland Life; exhibits, 
J. B. Trotter, agency secretary Pan- 
American Life, chairman; John Ehle, 
advertising manager Imperial Life, 
Asheville, N. C. (vice-chairman South- 
ern Round Table), and Forrest Brauer, 
advertising manager Home Beneficial of 
Richmond (secretary of the Southern 
Round Table). 

Speakers will include Governor O’Dan- 
iel of Texas, Elliot Roosevelt of Fort 
Worth and Roger B. Hull, managing 
director National Association of Life 
Underwriters. A banquet will be at- 
tended by the members of the Round 
Table and the officers and members of 
the San Antonio Association of Life 
Underwriters and San Antonio Life 
Managers Club. 





Warren Smith Boosts Cleveland 


Warren H. Smith, president of the 
Cleveland Life Underwriters, Inc., 1s 
supporting to the utmost the efforts ot 
his city to land the 1940 convention ot 
the National Association of Life Under- 
writers. The various arguments are be- 
ing mustered and the campaign will be 
conducted aggressively until the time o! 
the St. Louis convention this fall, when 
the decision will be made. Cleveland 1s 
well equipped to take care of top rank 
conventions and the Cleveland boosters 
have all the facts and figures ready t 
impress upon the National Association 
of Life Underwriters. 





New Hampshire—The New Hamp- 
shire house has passed a bill permitting 
the cancellation of accident and_healt 
policies by the insurer “at any time, t 
become effective 10 days thereafter, by 
written notice delivered to the insure 
or mailed to his last address . . - 
gether with cash or the insured’s check 
for the unearned portion of the pre 


. 





miums actually paid by the insured.” 


Fay, National Bureau of f 
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B. W. Lacy, All States 
Life President, Dead 


po ee 

Ben W. Lacy, president All States 
Life of Alabama, died of pneumonia 
March 14 following an illness of two 
months. 

Mr. Lacy began his insurance career 
in the actuarial department of Life of 
Virginia. He later became secretary and 
actuary of the South Atlantic Life, sec- 
retary and then first vice president Pro- 
tective Life. He was elected president 
of All States in 1928 upon its organiza- 
tion. 

Born on October 10, 1879, in Tunstall, 
Va., he was educated at the University 
of Richmond. es 

Mr. Lacy was active in insurance or- 
ganizations and was a president of the 
Birmingham Life Underwriters and 
national field assistant of the National 
Association of Life Underwriters. 








Maine Agency Wins Trophy 

The Maine agency of the Aetna Life 
celebrated the winning of the president’s 
trophy in the eastern division with a 
dinner in Portland. Boyce Thomas, gen- 
eral agent for Maine, was chairman. 
Speakers were I. F. Cook, assistant sec- 
retary group division, W. C. Cousins, 
agency assistant, accident and _ health 
department, and R. B. Coolidge, super- 
intendent of agencies. The Thomas 
agency has written more business in the 
first two months of this year than in 
the first three months of 1938. At the 
time of the celebration dinner, Mr. 
Thomas had quarter page “ads” in the 
two Portland daily papers reporting the 
winning of the trophy and advertising 
the Aetna representatives in Maine as 
men to be consulted on insurance prob- 
lems. 





Boost Harrison for Commissioner 

The Baltimore Life Underwriters As- 
sociation has adopted a resolution en- 
dorsing T. W. Harrison, Jr., for appoint- 
ment as Maryland insurance commis- 
sioner. He is associate general agent 
of Connecticut Mutual Life. The term 
of Commissioner Hanna expires May 1. 

The association also heard an address 
by Roy D. Lanham, Equitable Society, 
Washington, D. C., on “Doing What It 
Takes.” 

T. J. Mohan, Eureka-Maryland <As- 
surance, was made vice-president to suc- 
ceed Walter H. Saitta, Metropolitan 
— who has been transferred to Jersey 

ity. 


Errors in Last Week's Table 


In the tables printed last week giving 
the figures for disability, double indem- 
nity, annuities, dividends and reserves 
on supplementary contracts for life com- 
panies admitted in New York state, the 
figures for the entry in respect of Mu- 
tual Life of New York “policy dividends 
declared for 1938” should have been 
$16,064,737, instead of $160,647,737. 

An error in the same table was in the 
figure for the policy dividends declared 
up to June 30 by Massachusetts Mutual 
Life. The correct figure is $5,369,144, 
instead of $53,691,144. 


Understandable, Attractive Report 


The annual statement booklet for 
policyholders of Lincoln National Life 
1S most attractively composed. It takes 
the policyholder behind the scenes and 
gives him a conception of the funda- 
mental makeup of an insurance com- 
pany. Several charts are presented, in 
colors, 

An unusual feature is a showing of 
the annual statement on a revenue in- 
stead of a cash basis. 


Trailer Held to Be Building 


The benefits payable under the policy 
When death occurs as a result of col- 
Prd of the outer walls of a burning 
a ding if the insured is therein at the 
by of the fire are payable for death in 

re destroying a trailer when detached 

Tom an automobile according to the 





federal court in San Antonio. The 
court held that the trailer, detached 
from an automobile, is actually a house. 
Edwin Renshaw Thomas was the as- 
sured who died under those circum- 
stances. Aetna Life was the insurer. 
Aetna Life paid the life insurance claim 
but contested the accidental portion, 
contending in addition to the fact that 
the trailer did not constitute a building, 
that death was not the result of burning 
of a building but of an explosion. 





Insurance Committee to Meet 


The insurance committee of the 
United States Chamber of Commerce 
will hold a one day session during the 
27th annual meeting which will be held 
in Washington this year from May 1-4. 
While details as yet are incomplete, 
plans call for a round table discussion 
and the appearance of two speakers on 
the program who are yet to be selected. 





Langley Palmetto President 


C. G, Langley, formerly vice-presi- 
dent, has been elected president of Pal- 
metto State Life of Columbia, S. C., 
succeeding William Wallace, who has 
retired. Mr. Langley’s brother, A. B. 
Langley, is president of Carolina Life. 
I. D. Peek of Charleston, a member of 
the South Carolina legislature, succeeds 





Mr. Langley as vice-president and N. 
A. Turner, attorney of Columbia, was 
elected as a new director, 





Plan Arkansas Congress 


LITTLE ROCK, ARK.—A. J. John- 
son, state manager Business Men’s As- 
surance, will have charge of arrange- 
ments for a one-day sales congress of 
the Little Rock Life Underwriters As- 
sociation on April 12. The Arkansas 
State Life Underwriters Association will 
meet in conjunction with the congress. 

H. J. Johnson, president of the na- 
tional association, will attend. 





Presler to Mutual Trust 


The Mutual Trust Life has just ap- 
pointed J. L. Presler general agent for 
western Ohio with offices in Van Wert. 

He started selling life insurance in 
1918 while he was teaching school near 
Findlay, O., when he took a part time 
contract with the Northwestern Mutual. 
In 1925 he was appointed district agent 
of that company in Van Wert. Since 
then his agency has paid for $6,000,000, 
of which $3,000,000 has been his per- 
sonal production. 


Funds Available to Agents 


Funds are now available at convenient 
interest rates to reputable life insurance 














Reprints of Ranking by 
Insurance in Force 


Reprints of the rankings by in- 
surance in force which were pub- 
lished in The National Under- 
writer last week are available. The 
reprints are in the form of a 
pocket sized folder (314 by 8% 
inches). The price for 100 is $3 
and $1.25 for additional hundreds. 
Send orders with check attached 
to The National Underwriter, 175 
West Jackson Boulevard, Chicago. 








agents desiring to borrow money, set- 
ting up as security their life insurance 
premium renewals. A large number of 
agents have adopted the plan offered by 
Philip D. Hoffman representing the 
group of financially responsible clients, 
which transactions are cleared through 
the Loan Company of America, not in- 
corporated, 1 North La Salle street, Chi- 
cago. The amount of the loans ranges 
from $400 and up and is offered exclu- 
sively to agents actively engaged in the 
life insurance business. Loans are not 
made on other forms of collateral or to 
individuals engaged in business other 
than life insurance. 














Bonds 


Railroad 


' Policy Loans 


Total, 


Total, 


in force. 


Mortgage Loans—book value 
at amortized or investment value: 

U. S. Government, State, County and Municipal... 
Dominion of Canada 
Railroad, Public Utility and Miscellaneous....... 


Bank and Miscellaneous 


Cash in Office and in Banks 
Net uncollected and Deferred Premiums 
Accrued Interest, Rents and other Assets 


Reserve on Outstanding Policies 
Policy Claims and Losses 
Dividends to Policyholders: 
Declared and Payable to June 30, 1939............ 
Left with Company to accumulate with Interest... 


Premiums, Interest and Rents paid in advance 
Miscellaneous Liabilities 
Reserve for Taxes 
Reserve for Fluctuation in Value of Real Estate, Mortgage Loans 

and other Invested Assets 
Unassigned Funds (Surplus) 


UNION MUTUAL LIFE 
INSURANCE COMPANY 


EIGHTY NINTH ANNUAL STATEMENT 


DECEMBER 31, 1938 
ASSETS 


Real Estate—book value: 
Home Office Building 
PUP GATOR UN oe dee ose cnaxcencacewedanees 





Stocks—at market quotations: 


LIABILITIES 


* Noteworthy increases in Assets, Income over disbursements, Surplus to policyholders, and Insurance 


Insurance in force—December 31, 1938—$75,643,194 


$636,000.00 
288,352.42 


Terrrrrrr rere ee eee ee eee ee ee 


$9,638,393.51 
1,660,427.65 
. 3,209,745.89 





$127,681.00 
126,552.00 


“EE EE $20,560,830.37 


198,042.73 
251,532.22 





$ 924,352.42 
927,043.01 


14,508,567.05 


254,233.00 
3,866,583.68 
1,063,040.42 

430,197.42 

321,266.74 


$22,295,283.74 * 


126,985.12 


449,574.95 
104,994.09 
51,950.39 
50,540.00 


230,000.00 * 
720,408.82 * 


$22,295,283.74 





A FINE OLD COMPANY FOR AMBITIOUS YOUNG MEN 








Portland, Maine 
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Form Select Group 
to Swap Ideas and 
Help One Another 


NEWARK—A _ new honor’ group 
which this year includes the 25 leading 
producers and general agents of Mutual 
Benefit Life has effected an organization 
which will function under the name of 
“National Associates.” The new organ- 
ization is patterned closely after the old 
“Associates” group, a predominantly 
Mutual Benefit organization which ex- 
erted a strong influence on life insur- 
ance sales methods some years ago and 
which included such outstanding men as 
Sam Sturm, Clay Hamlin, Will Beers, 
Jim Drewry, Albert Stix. 

The purpose of the new National As- 
sociates will be to facilitate a free inter- 
change of information and technique. 
The scope of their researches and discus- 





sions will cover the range from sales 
technique through the intricate tax and 
trust problems encountered by the larger 
producers. An important function of 
the National Associates will be collab- 
oration on individual problems, making 
it possible for each member to draw on 
the combined talents of the group. 

At the first meeting at the home office, 
Louis C. Roth, for 13 years leading pro- 
ducer of the Clay W. Hamlin agency in 
Buffalo and in 1938 national leader of 
Mutual Benefit, was elected chairman for 
1939. John D. Hibbard of Grand Rapids 
was named vice-chairman and John E. 
‘Clayton of Newark executive secretary. 
G. Gilson Terriberry of New York was 
named director of public relations. 

The group voted life membership to 
S. W. Sturm of Cincinnati and Wallace 
H. King of Lima, O. Mr. Sturm, who 
for many years has been a million dollar 
producer and who has been national 
leader of the company in nine years, was 
named honorary chairman. Mr. King, 
four times company leader in the past 








POSTAL NATIONAL LIFE 
INSURANCE COMPANY 
of AMERICA 


NEW YORK, N. Y. 





Insurance in Force 


10th Annual Financial Statement—December 31, 1938 


Ei tie lee a eee mine en se ae as ook ate $537,988.52 
Loans on Bond and Mortgage....................... 22,600.00 
I al ea a is te aM aa ge 74,504.97 
Premiums Due and Deferred (Net)................... 67,967.00 
ee Dg. sooo ok hiked cde eeieccs 31,080.53 
I, noc 4 i hed op SU eee y See ewes 5,735.16 
i ca Wie pa ik REO See neN es : 50.93 
$739,927.11 
LIABILITIES 
Policy Reserves (required by law)................... $442,346.00 
Policy Reserves Covering Disability................. 6,625.00 
Policy Claims in course of payment................. 11,575.00 
Supplementary Contracts ...................000000: 12,393,00 
Premiums and Interest Paid in Advance.............. 13,392.03 
Miscellaneous Liabilities ....................2.0000: 7,298.29 
Contingency Reserve .................... $ 5,000.00 
Unassigned Surplus ..................... 91,837.83 
cg ioe acs bea ge 150,000.00 
2s Ls a os nie ee ee 246,337.83 
$739,927.11 


“From this examination of the affairs of the Com- 
pany, it becomes evident that it is in a@ strong 
financial condition,—that it has ample liquid assets, 
and that its affairs are ably managed.” 


From the examination report of Insurance Depart- 
ment of the State of New York, 1937 








New Insurance Paid For 





A. B. Jordan, President 





$8,795,251 $2,305,555 
Mortality Ratio 48% 
1938 GAINS: 
New Paid For Business....................... 3.8%, 
Insurance in Force....................... 12.3%, 


OFFICERS 


George Kolodny, Secretary and Actuary 


M. J. Denda, Vice-President 
J. B. Wyckoff, Treasurer 























six years and life member of the weekly 
producers club was voted honorary vice- 
chairman. 

The group recommended that active 
membership be determined each year on 
the basis of annual honor roll ranking 
and include the 25 leading producing 
agents, with the exception that no one 
whose total volume falls below $300,000 
will be eligible. General agents whose 
production equals or exceeds that of the 
lowest ranking member also will be en- 
titled to participation. 

Twenty-one of the group have in at 
least one year paid for more than a mil- 
lion dollars. Eleven are life or qualify- 
ing members of the Million Dollar 
Round Table. The membership includes: 

L. C. Roth, Buffalo; John E. Clayton, 
Newark; Paul W. Cook, Chicago; A. Rob- 
ert Groenke, Cincinnati; Max Matusoff, 
Cleveland; Wallace H. King, Lima; Sid- 
ney Weil, Cincinnati; J. Arthur Pino, 
Lansing, Mich.; S. W. Sturm, Cincinnati; 
R. S. Koehler, Jr., Pittsburgh; G. E. 
Otto Flock, Williamsport, Pa.; Volney H. 
Thomas, Kansas~ City; Walter A. 
Schworm, Buffalo; Edward J. Dore, De- 
troit; J. Murray Hastings, Syracuse; 
John W. Brown, Louisville; Mervyn A. 
Hedgecock, Detroit; N. Earl Pinney, De- 
troit; Max Hemmendinger, Newark; Wil- 
liam E. Wright, Toledo; Sam B. Fleager, 
Chicago; Rowland F. Mellor, New York; 
John D. Hibbard, Grand Rapids; Michael 
Alperin, Boston; G. Gilson Terriberry, 
New York; L. G. Singer, Milwaukee; 
Fritz L. Schweitzer, Cleveland, and Wil- 
liam H. Cobb, Americus, Ga. 





Walrath Takes Office in Idaho 


T. M. Walrath has now taken office 
as insurance director of Idaho, succeed- 
ing W. H. Bakes. Mr. Walrath gradu- 
ated from the University of Idaho Law 
School and has had 10 years insurance 
experience as a local agent. He is a son 
of Harry L. Walrath of the Mix-Wal- 
rath agency at Orofino, Ida. 





Canadian Business in 1938 


Net amount of life insurance effected 
in Canada in 1938 was $627,373,541, a 
decrease of 6.6 percent from 1937, ac- 
cording to a report by the Dominion 
department. Ordinary insurance totaled 





NEWS BRIEFS 


Charles Gramm, general agent for 
Kansas City Life in Oregon since 1916, 
has resigned to devote his time to per- 
sonal production. 

W. E. Bixby, president Kansas City 
Life, has sailed for Honolulu with Mrs. 
Bixby for a 30-day vacation. 


George E. Dalrymple, Equitable So- 
ciety agent, and former mayor of Haver- 
hill, Mass., has been appointed chairman 
of the Massachusetts emergency finance 
board by Governor Saltonstall. 


Arch E. Houstle, Columbus, O., for- 
merly general agent there of the Pacific 
Mutual Life, was presented a 20-year 
service pin at a dinner tendered to 
President A. N. Kemp and D. C. Mac- 
Ewen, vice-president in charge of agen- 
cies, by J. M. Gantz, general agent in 
Cincinnati and Columbus. 

T. H. Richey, manager life depart- 
ment of the Travelers in Milwaukee, 
and Mrs. Richey have left for a six 
weeks stay in the south. 

Earl M. LaPlant, agent for the New 
York Life at Sturgeon Bay, Wis., and 
president and publisher of the Door 
County News, has been elected president 
of the Door County Chamber of Com- 
merce. In 1925 he set a record by writ- 
ing 252 applications in 30 days. 

Fred Hensel, special agent for the 
Equitable Society at Sheboygan, Wis., 
has announced his candidacy for mayor 
there. He has been alderman. 

R. A. Hittson, Tulsa, Okla. general 
agent for Massachusetts Mutual, spoke 
at a luncheon of the Tulsa Geological 
Society on “Legal Aspects of Insurance.” 

Cc. F. Harrison, Columbus, O., Provi- 
dent Mutual agent, is in a serious condi- 
tion. He was struck by an automobile 
and later pneumonia developed. 

Removal of the Guardian Life office 
from the Union Bank building, Pitts- 
burgh, to suite 909 Clark building, ef- 
fective March 18, is announced by Man- 
ager Harry O. Snyder. The office has 
been in the present location for nearly 
24 years. 














STOCKS 


H. W. Cornelius of Bacon, Whipple 
& ‘Co., 135 South La Salle street, Chi- 
cago, gave the following stock quota- 
tions for life companies as of March 14, 
1939: 





Par Div.* Bid Aa 
1.35° 30 


Aetna TAO 2.06 10 y% 
Central, Tih. .<.. 20 Pees 9 12 
Cent. States Life 5 race 2% 3% 
Columb. Nat. L..100 spare 68 . 
Conn. General .. 10 .80 27% 29% 
Contl. Assurance 10 2.00 38 40 
Federal Life ... 10 abere 4% 5% 
Great Southn. L. 10 1.30 21 23 
Kan. City ae fae 16.00 345 355 
Life & Cas. 3 -50 11 
Lincoln Natl. ... 10 1.20 27 29 
New World Life 10 -40 5% 6% 
No. Amer. Life... 2 ree 2% 3% 
N. W. National... 5 .30 12 13 
Ohio National .. 10 1.25 25 27 
Old Line Life... 10 -606 10 12 
Philadel. Life .. 10 ahve 2 3 
Sun Life, Can.. = 15.00 465 485 
Travelers ...... 00 16.00 475 485 
Union Cent. Lite: 20 1.20 20 30 


Wis. National... 10 
*Includes extras. 








$452,052,085, industrial $138,039,265 and 
group $37,282,091. 

Total in force in Canada Dec. 31, was 
$6,630,052,085, an increase of 1.4 per- 
cent, including ordinary $5,072,211,056, 
industrial $909,686,606 and group $648, 
633,739. Canadian companies carried 
$4,363,764,786 and British and United 
States companies $2,266,766,615. 

Total net business in force in Canada 
of Canadian fraternals was $112,129,308 
and of foreign fraternals $66,892,664. 





Reagles Renamed Treasurer 


B. W. Reagles, Acacia Mutual, has 
been reelected treasurer of the Milwau- 
kee Life Managers & General Agents 
Association. Paul H. Kremer, Penn 
Mutual Life, was elected treasurer re- 
cently but found it impossible to serve 
and Mr. Reagles was renamed. 
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Work Feverishly 
. FIGURES FROM DEC. 31, 1988 STATEMENTS 
on N. Y. Code Bill 
d Change Surplus to New Change Prem. Total Benefits Total 
T _— i i Total in Policy- Bus. Ins. in Force in Ins. Income Income Paid Disburs. 
NEW YORK—Chairman Piper an 
; F sos r Assets Assets holders 1938 Dec.31,1938 In Force 1938 1938 1938 1938 
his committee on revision of the New . 3 $ 3 $ 3 3 $ 
rk insurance law have been working | Guardian Life ........ 132,964,301 +8,193,715 5,213,728 44,297,981 489,480,877 + 7,923,366 16,910,865 - 27,296,571 11,234,714 19,144,150 
7 : ff h ae Rio Grande Natl., Tex 458,154 + 52,531 115,258 9,714,218 12,759,925 +1,091,110 363,539 449,210 120,036 390,072 
. a 15 52, 5,2 »714,2 2,759,92 . ‘ 53 92 20, , 
feverishly ne gs S eng ogg a ak Southern Aid, Va..... 902,309 430,177 375,599 —-2,510,084 4,578,162 4'229'785 470,185 534,725 183,105 539,311 
in shape to be reported out by the dead- | southern Life, Ga..... 372,628 + 38,781 284,852 2,011,440 3,422,012 + 829,212 84,385 145,920 15,454 112,218 
line this week after which all bills not | Sunset Life, Wash..... 610,339 + 283,947 495,000 6,792,883 8,000,894 +5,705,203 134,945 395,449* 8,636 196,579 
reported out by their respective com- Union Labor, N. ¥.... 3,075,467 +303,609 1,289,653 11,258,913¢ 69,060,599  +3,552,221 1,099,489 1,223,530 724,800 952,644 
mittees would automatically go to the FRATERNALS 
rules committee, where chances of sur-| A. O. Un. W’'men, N. D. 11,690,035 —155,422 395,036 3,459,786 48,050,622 —1,579,917 1,336,498 2,045,816 1,490,009 2,136,422 
6,084,313 + 32,556 737,441 2,975,750 25,979,932 —1,726,132 882,061 1,277,783 639,061 1,274,944 


vival are slim. 

Members of the revision committee 
and of the insurance department’s com- 
mittee headed by Prof. E. W. Patter- 
son, Columbia University, worked all 
Tuesday night in order to get the mam- 
moth 700 page document into shape. It 
has been criticised by all branches of 
insurance as being an unfinished job 
despite the amount of effort that has 
gone into it. 

Wednesday afternoon it was said that 
the committee would meet within a few 
hours to report the bill out. Reporting 
of the bill by the committee does not bar 
further changes but they would have to 
be made by amendment on the floor of 
the legislature. 





Denver C.L.U.-Trust Cooperation 


Plans for closer cooperation between 
the Denver C. L. U. chapter and Trust 
Officers Association were laid at a 
joint meeting. C. L. U. men stressed 
that an estate should contain at least 
enough insurance to meet immediate 
cash needs at death and trust officers 
could render a worthwhile service to 
clients by emphasizing that fact. Mem- 
bers of the C. L. U. chapter will co- 
operate by recognizing the need for 
trust estates in certain cases and rec- 
ommending them. 


Leaver Sees Skill as Virtue No. 1 

ST. PAUL—Skill in presenting his 
case was termed the most important 
qualification of an agent by John H. 
Leaver of Mutual Benefit Life in a talk 
before St. Paul Life Underwriters, Inc. 
He put that qualification above aptitude, 
knowledge of the business, hard work 
and enthusiasm but added that those 
qualities coupled with skill should make 
any agent successful. 

“The greatest sin in selling life insur- 
os is to be uninteresting,” Mr. Leaver 
said. 


Savings Bank Bill Filed 

In Rhode Island savings bank life in- 
surance bill has been filed and referred 
to the judiciary committee. Similar mea- 
sures have been rejected several years 
past in Rhode Island. 


Mutual Life Managers’ Conference 


_ The Mutual Life of New York held 
its annual managerial conference last 
week, G, A. Patton, vice-president and 
manager of agencies being in charge. 
Speakers included D. F. Houston, presi- 
dent; W. A. Hutcheson, vice-president 
and actuary; D. S. Beebe, vice-president 
and financial manager; L. W. Dawson, 





WANTED 


Home Office Super- 
visor for State of Ohio. 


Between ages 30-40. 


Must have been per- 
sonal producer. 


Address J-70 


National Underwriter 








U. Am, Mech.,J.Or., Pa. 


*Includes $228,662. Contributed surplus. 
tIncludes group increases. 








vice-president and general counsel; G. 
A. Sattem, superintendent of agencies; 
J. Roger Hull, assistant superintendent 
of agencies, and leading managers. 


Ward Is Cassidy’s Associate 


H. K. Cassidy, Pacific Mutual San 
Francisco general agent has appointed 
W. E. Ward associate general agent. Mr. 
Ward went to San Francisco in 1927 
from Canada, where he had engaged in 
life insurance and previously in banking 
in Toronto. He has made an especial 
record in developing brokerage accounts 








and will devote part of his time to su- 
pervising development of a brokerage 
department. 





“Free” Insurance “Ad” Approved 


LANSING, MICH.—Michigan de- 
partment officials, after investigation of 
advertising by the Union Bank of 
Grand Rapids of “free insurance” cov- 
ering the unpaid obligation of borrowers, 
have decided that there is no basis for 
interference with the practice despite 
objection to use of the phrase “free in- 
surance.” 





The 1937 legislature legalized creation 
of a form of group life insurance under 
which financial institutions might insure 
and pay the premium for borrowers. The 
provision limits such protection to $2,000 
on any individual with a minimum of 
50 to be insured annually. The Grand 
Rapids bank actually pays the premium 
and since interest rates charged on the 
loans do not exceed the usual schedules 
the insurance is, to the borrower, vir- 
tually “free” and the advertising is 
therefore held to be to that extent jus- 
tifiable. 








“The men who direct the destinies of an institution are as 
important an indication of its strength as are the 
figures of its financial statement.”’ 





Announcement 


This compact body of able, outstanding business leaders of the Northwest has actively directed the 
affairs of Northwestern National Life during a notable period of its development. Three of these men 
have served on NWNL’s Board of Directors for more than thirty-three years, and none has served less 
than eleven years — they average over twenty-one years of service. NWNL salutes this distinguished 
Board which has established a tradition of security that has placed NWNL among the soundest of the 
nation’s life insurance companies . . . and welcomes to its Directorate Mr. G. Nelson Dayton (elected 
January 30, 1939) who will henceforth contribute his sound business judgment to its counsels. 


-> > > > NWNL’s Board of Directors <<<<< 


“It has been an important feature of the management of this company that its affairs are 
actively supervised by its directors.” —Best’s Life Insurance Reports 


F. A. CHAMBERLAIN 


Chairman Executive Committee, 
First National Bank and Trust Co. 


THEODORE WOLD 


Chairman of Board, Northwestern 
National Bank & Trust Co. 


T. F. WALLACE 


Chairman of Board, 
Farmers & Mechanics Savings Bank 


E. W. DECKER 
Decker, Barrows & Company 


E. L. CARPENTER 


Chairman of Board, 
Shevlin, Carpenter & Clarke Co. 


FRANK T. HEFFELFINGER 
President, F. H. Peavey & Company 


G. NELSON DAYTON 
President, The Dayton Company 


C. T. JAFFRAY 


Chairman of Board, Minneapolis, 
St. Paul & Sault Ste. Marie Ry. 


A. F. PILLSBURY 
Treasurer, Pillsbury Flour Mills 
Company 


O. J. ARNOLD 
President, Northwestern National 
Life Insurance Company 
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AS SEEN FROM CHICAGO 





BUDINGER AGENCY LEADS THE U. 8. 
The F. J. Budinger agency of the 


Franklin Life in Chicago led all Frank- 
lin Life agencies in the first two months 
this year. Mr. Budinger led the country 
in personal production in January and 
W. L. Edmonds in February. The first 
four leaders on a paid volume basis in 
the company club year ending in July 
are from the Budinger agency, being Mr. 
Budinger, A. E. Walsh, Stanley Eck- 
stone and Leo Mauloff, in that order, 
The objective of the agency is to in- 
crease volume by increasing average pro- 
duction of members rather than through 
an increased number of agents. 





AGENTS WELCOME HINTZPETER 


H. C. Hintzpeter, veteran general 


agent of Mutual Life of New York, was 


welcomed back to Chicago from the | 
managers meeting in New York by 150 | 
representatives of his office. 

At an agency meeting under the chair- 
manship of Irving Goldie, M. A. Gold- 
standt, million dollar producer, spoke on 
“Personality in Salesmanship. 

Mr. Goldstandt was itiowed by Mr. 
Hintzpeter, who discussed current life 
insurance trends. 


VICTORY LUNCHEON FOR FULTON 

A victory luncheon in honor of Cecil 
C. Fulton, Jr., agency vice-president, 
was celebrated by the A. R. Klein 
agency, of the Home Life of New York 
in Chicago. The agency exceeded its 


quota in a special three weeks’ cam- 
paign, nine agents qualifying for the 
luncheon. John F. Walsh, resident as- 
sistant superintendent of agencies, in 
Chicago, was a special guest at the 
luncheon. The Klein agency has had 
substantial increase in business each 


month since it was organized late in 
1938. The agency objective is to com- 
| plete the 1939 quota before June 30 and 
| several agents anticipate qualifying for 
| the President’s Club meeting at New 
York this summer. Mr. Klein is a C. L. 
U., and formerly was assistant agency 
| manager of another company. His 
|agency is being built of men interested 


| in career :nderwriting. 








| ROYER AGENCY MAPS DRIVE 


The James M. Royer agency of Penn 
| Mutual in Chicago announced at a staff 
meeting a drive during policyholders’ 

‘months, beginning March 13, and ex- 
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38 At the Close of Our 38th Year of Service We are Pleased 
to Report the Following Record of Continued Growth: 
1937 1938 During 1538 
EEA TOTO .$ 2,249,546.66 $ 2,406,368.50 6.9% 
ere $ 4,105,586.84 $ 4,750,758.50 15.7% 
Surplus to Policyowners.$ 575,388.75 $ 656,292.36 14.0% 
Insurance in Force...... $67,144,679.00 $73,632,572.00 9.6% 
FINANCIAL STATEMENT 
For Year Ending December 31, 1938 
ASSETS LIABILITIES 
Cash and U. S. Gov- Poli ’ 
m olicyowners’ Re- 
ES ETT lee oncines $3,695,061.95 
U. S. Gov. 
els. 333,825.63 Claims. Payable in 
Other Bonds ..... 733,401.28 Installments .... 65,997.95 
Municipal. $441,796.18 Pending Claims 31,344.15 
ndustrial & 
Pub “aya, 9280571 Premiums Paid in 
sets 187,989.87 Advance ....... 179,995.56 
Railroad 11,309.52 
First Mortgages 2,117,473.60 Reserve for Pre- 
— liens on improved miums Not Ap- 
city property, : 7 
Policy Loans ..... 808,228.59 _— Pllied ........... 3,757.54 
— Office Build- ; 9 
ocean 325,000.00 Reserve for Taxes. 24,058.24 
Other Real Estate. 120,769.05 Unearned Interest. 19,681.12 
Real Estate Sold tree 
nip gy 11,227.52 Other Liabilities. . 39,569.63 
Stocks ee ee 58,640.37 Reserve for Contin- 
— = Ragan PR gencies ........ 35,000.00 
ever is lower. Capital 
Premiums in Course Stock .. .$209,000.00 
of Collection ... 49,360.86 Surplus ... 447,292.36 
Interest and Rents Surplus to Protect 
Due and Accrued _ 20,591.46 Policyowners ... 656,292.36 
Total Admitted gst comme seit 
BGhte se ccce $4.,750,758.50 Total . ee. $4,750,758.50 
INSURANCE COMPANY 
BIRMINGHAM, ALABAMA 
Frank P. Samrorp, President 
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tending until May 15. Charles Cornell 
of the home office underwriting depart- 
ment, Urban Quirk of the agency de- 
partment and James Rutherford, general 
agent at Des Moines, were the principal 
speakers. The agency shows an increase 
of 30 percent in paid volume so far this 
year. 





PRUDENTIAL RECREATION CLUB 


The LaSalle ordinary agency of the 
Prudential in Chicago has organized a 
recreation club, E. J. Hennessy being 
elected president, Sam Ritacco, secre- 
tary, and Robert Murphy, treasurer. 
Agents, assistant managers and Man- 
ager A. Van Goldman will be assessed 
small weekly amounts toward defraying 
expenses of an annual agency outing or 
field day. 





NAVIN’S PERFECT 10-YEAR RECORD 


P. F. Navin of the Hugh B. Keck 
agency, Chicago, became the 14th field 
man of Northwestern National Life to 
complete 10 years of membership in the 
app-a-week club. He has received $100 
and a pair of engraved silver candle- 
sticks in recognition of his record. 





MRS. LAMPHIER IS RETIRING 
Mrs. Ada M. Lamphier, who has 
been connected with the “Insurance 


Field” in its Chicago office for 20 years, 
has ‘been retired from the service. She 
was secretary for the late T. R. Wed- 
dell, who was associate editor for the 
“Insurance Field” in Chicago, was edi- 
tor of the “Insurance Post,” and 
acted for the publicity committee of 
the Western Underwriters Association. 


Caulfield Joins Farmers & Bankers 


W. J. Caulfield, who has been with 
the Standard Life of Lawrence, Kans., 
has been named a Kansas ‘City general 
agent for the Farmers & Bankers Life 
of Wichita. 





Wilkins to Address Supervisors 


NEWARK, N. J.—R. R. Wilkins, su- 
pervisor ordinary department Pruden- 
tial, will be guest speaker to the Life 
Agency Supervisors’ Association of 
Northern New Jersey March 21. His 
topic will be “Trainines New Men.” 





Muchalight Prudential Head 


F. Muchalight, who has been assist- 
ant superintendent of Prudential at Nau- 
gatuck, Conn., has been appointed su- 
perintendent at Pawtucket, R 





Three Ohio Insurance Bills 


The Ohio senate has passed a Dill 
providing that premium tax shall be 
computed without deductions for rein- 
surance premiums paid. 

A bill has been introduced in the sen- 
ate providing that a life policy shall be 
incontestable after it has been in force 
two years during the life time of the in- 
sured. 

A bill has been prepared for introduc- 
tion in the house which provides for a 
commission of nine to study the insur- 
ance laws of Ohio. The bill relates es- 
pecially to industrial life insurance. 





Rent Insurance Table 


The Central States Life of St. Louis 
has gotten out a table showing how 
much insurance will be needed to carry 
on the rent after the death of the home 
provider. It cuts the rent to 75 per- 
cent of what it was before. It shows 
how much insurance will be needed to 
carry the rent every year up to and 
including 20 years. For instance, to 
continue the rent at a cost of $50 a 
month for three years, there would be 
needed $1,725 insurance. If a person 
pays $25 a month rent, to continue pay- 
ments for five years it would require 
$1,396 insurance. 





Italo-American Report 
The Illinois department has made a 





report on the examination of the Italo- 





C.L.U. 





Sales Processes Presented 
to Philadelphia C. L. U. 


C. H. Orr, National Life of Vermont, 
Philadelphia, spoke before the Philadel. 
phia C.L.U. chapter on “The Sales 
Process.” He brought out that each 
man in the agency keeps a _ book in 
which are listed the 6 sub-divisions of 
the sales interview: (1) Approaching the 
prospect, (2) developing the problem 
and finding a solution which the pros- 
pect has for the problem; (3) showing 
the prospect that his plan is not ade- 
quate; (4) presenting the solution; (5) 
motivating the prospect; (6) closing the 
case. 

As workable ideas are developed, the 
agent records them under the proper 
headings. 

Mr. Orr emphasized three funda- 
mentals of good salesmanship: Never 
argue, agree on major points, and em- 
phasize the problem rather than the 
solution. 





Thierbach Speaks at Pittsburgh 


The need for developing prestige for 
life insurance salesmen because of the 
threat of legislation unfavorable to the 
American agency system was stressed by 
Russell Thierbach, general agent North- 
western Mutual, Cleveland, and author 
of “Why Not Try It?” at the Pittsburgh 
C. L. U. meeting. He pointed out that 
in this country, where the agency sys- 
tem has reached probably its highest de- 
velopment, 70 percent of the world’s life 
insurance is owned, whereas only 7 per- 
cent of the world’s population is found 
here. The public must be made to re- 
alize fully the service the eee per- 
forms. The first decade of the C. L. U. 
movement has witnessed its acceptance 
by the life insurance institution, he said; 
the second will consist primarily of get- 
ting public acceptance of it. The North- 
western Mutual in an extensive study of 
Cc. L. U. results found among its repre- 
sentatives C. L. U.’s average more than 
$200,000 a year. 


Probate Talk in Milwaukee 


Eugene Meyer, attorney, spoke on 
“Probate Procedure and Practice from 
the Laymen’s Viewpoint” before the 
Milwaukee C.L.U. chapter. 


Life Production Off 
3.2% in February 








NEW YORK—New life insurance for 
February was 3.2 percent less than for 
February, 1938, according to the Asso- 
ciation of Life Insurance Presidents. 
The total for the first two months was 
10.3 percent more than for the corre- 
al ag months of 1938. 

For February, the new business of all 
classes was $570,448,000 against $589,- 
407,000; for ordinary  $420,255,000 
against $373,644,000, increase 12.5 per- 
cent; industrial $109,871,000 against 
$174,092,000, decrease 36.9 percent; 
group $40,322,000 against $41,671,000, 
decrease 3.2 percent. 

For the two months, the total new 
business was  $1,300,402,000 against 
$1,178,572,000; ordinary $998,947,000 
against $751,433,000, increase 32.9 pet- 
cent; industrial $209,234,000 against 
$354,067,000, decrease 40.9 percent; 
group $92,221,000 against $73,072,000, 1n- 
crease 26.2 percent. 








American National Union, a fraternal 
with office at 159 North State street, 
Chicago. Its assets are $216,998, re 
serves $116,396, surplus $19,658, solv 
ency ratio 105.5. Its mortgage loans, 
bonds and stocks, and cash respectively 
comprise approximately 13.8, 74.6 an 
8 percent of the assets. The report says 
the condition of the assets is generally 
good and reflects good investment mam- 





agement. 
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Insurance Industry 
Should Take Part 
in Nation's Affairs 





Declaring that from the standpoint of 
citizens involved and huge wealth repre- 
sented the insurance industry is ap- 
proaching a time when it must take a 
much more positive position in the af- 
fairs of the country, C. F. Hughes, busi- 
ness news editor New York Times, in 
speaking before the Life Advertisers 
Eastern Round Table in New York, 
pointed out that no such accumulation of 
men and money can well continue to 
keep silent while others attempt to solve 
our economic difficulties. 

“When industry, labor, government 
and agriculture get together, insurance 
should be represented,’ he said. “Its 
experts should work with other experts 
at attempting to find solutions. They 
should no longer be timid about working 
with others for the public welfare.” 


Regarded as Versatile Instrument 


“Life insurance is regarded as a very 
versatile instrument which is not calcu- 
lated to do one job but to do a variety 
of jobs all of which the public appar- 
ently considers worth doing, according 
to Elmo Roper, market analyst. 

In a recent survey he conducted, 96.6 
percent of the people who were asked if 
they believed in life insurance answered 
yes, and 77 percent said they believed in 
it as a means of saving money. More 
than 82 percent said they believed in life 
insurance for special purposes such as 
education, burial, gifts, etc. 

“There are, however, two serious in- 
dictments presented against life compa- 
nies,” he said. “One is the fact that an 
amazingly large number of people when 
asked questions which would have been 
to the interest of life companies for them 
to know answered that they did not 
know. The other is that few people ap- 
preciate the position of a life insurance 
salesman.” 





Large Amount Seen 
in Revenue Bonds 


Approximately a billion dollars of 
revenue bonds are now outstanding, ag- 
gregating approximately 5 percent of 
the entire state and municipal indebted- 
ness, In contrast with less than $75,000,- 
000 or one-half of 1 percent of such 
indebtedness in 1925. These figures are 
given for the first time in a new book, 
“Revenue Bonds,” by John F. Fowler, 
Jr, to be published by Harper & 
Brothers. 

Revenue bonds are defined by the 
author as bonds issued by a governmen- 
tal body in connection with a publicly 
owned revenue producing improvement, 
payable as to both principal and inter- 
est solely from the earnings of the proj- 
ect. Although this method of financing 
was first adopted about 1895 by Spo- 
kane, in connection with its municipal 
water works, it did not attract wide at- 
tention until the Port of New York 
Authority sold $34,000,000 bonds in 1926 
to commence construction of the George 
Washington bridge and Arthur Kill 
bridges. 

Revenue bonds have been issued for 
at least 34 kinds of projects, it is found. 
The book lists 240 revenue issues out- 
Standing in 1937 aggregating $896,310,- 
000 In principal amount, of which 102 
sues totaling $105,899,000 were for 
Water supply, 27 issues totaling $159,- 
977,000 were for electric service, 45 is- 
Sues totaling $474,774,000 were for toll 
bridges and tunnels and the balance of 
be Issues totaling $155,660,000 were for 
hich disposal, _gas, public buildings, 
ughways and miscellaneous purposes. 

The book also discloses the important 
ig which purchases of revenue bonds 
y insurance companies, especially life 
companies, have played in the extension 
Of this method of financing. Out of a 





list of institutional investments in reve- 
nue bonds, two-thirds were accounted 
for by life companies. The types of 
revenue bonds held by institutions are 
shown to be distributed as follows: 
water supply 45 percent; electric serv- 
ice, 7 percent, toll bridges and tunnels, 
48 percent. 

‘The author suggests that revenue 
bonds may help to solve some of the 
problems arising from the extension ot 
governmental operations of an ever 
broadening field of public services, and 
expresses the opinion this method of 
financing will continue to grow because 
the underlying forces which originally 
produced the movement are in great 
measure operating today. 





Rally Cal. Forces 
to Defeat Removing 
$50,000 Exemption 


LOS ANGELES—With the largest 
attendance in its history at a regular 
meeting, the Life Managers Association 
of Los Angeles devoted most of the ses- 
sion to the bill to eliminate the exemp- 
tion from inheritance tax of $50,000 life 
insurance proceeds payable to named 
beneficiaries. 

Kellogg Van Winkle, manager for 
Equitable Society and chairman of the 
legislative committee of the California 
Association of Life Underwriters, pre- 
sented the matter to the association 
members, and introduced L. B. Gross- 
inger, Life Presidents Association, who 
is aiding in the fight. 

Mr. Van Winkle said that 30 other 
states had exempted such proceeds and 
15 other states and the United States 
have laws similar to the present Cali- 
fornia provision. 

The bill comes up for committee hear- 
ing March 21. 

Executive Vice-president Asa V. Call 
of Pacific Mutual Life spoke in opposi- 
tion to the bill. 

Nine managers introduced their sons 
who are in business with them. Presi- 
dent George H. Page, California-West- 
ern States, announced a “ and 
“father” affair will be held. 

John W. Yates, Massachusetts Mu- 
tual, announced that the annual sales 
congress of the Life Underwriters Asso- 
ciation would be held April 5, both day 
and evening. Headliners will include C. 
C. Robinson, A. Deitch, Paul E. 
Speicher, A. M. Anderson, and Vash 
Young. 

Chairman Roy Ray Roberts of the 
Los Angeles Chamber of Commerce 
life insurance committee, announced that 
the funds to inaugurate the consumer 
educational program on life insurance 
in the institutions of learning in the 
state were in hand, and that under Mr. 
Reynolds and Dr. Mann, the work was 
going forward rapidly. 

Don Thomas, managing director of 
the All Year Club of California, was 
the guest speaker, with his topic ‘What’s 
Ahead for Southern California.” 


Mr. Van Winkle and Mr. Grossinger 
appeared before the Institute being con- 
ducted by the Los Angeles Life Under- 
writers to urge agents to work for the 
defeat of the bill removing the $50,000 
exemption. Mr. Van Winkle was the 
guest speaker on “The Approach,” 
subject of the Institute session. 

A special meeting of San Francisco 
and Oakland life general agents and 
managers was conducted to consolidate 
forces and to arrange for more energetic 
action in the field. A. S. Holman, man- 
ager Travelers, and K. L. Brackett, 
members of the legislative committee of 
the California association, spoke against 
the bill. 


Comparison Made of 
Amount Written and Lapsed 


A subscriber asks THE NATIONAL 
UNDERWRITER the percentage of lapses 
on insurance policies written in 1930-38 
inclusive and what amount was written 





and the amount lapsed. Under normal 
conditions, he asked, what are the per- 
centage and amount of lapses to policies 
written every year? Thirdly, he desires 
to know what percentage of salesmen 
hired, succeed and stay in the business 
five years or more. The questions were 
referred to A. R. Jaqua, associate edi- 
tor of the “Diamond Life Bulletins” 
and his reply is as follows: 

“Perhaps the easiest way to answer 
your questions 1 and 2, concerning bus- 
iness written and lapsed, is to give you 
the actual figures. We quote from the 
1937 statistical abstract of the United 
States, published by the United States 
Department of Labor. 


Ordinary Plus Group 


Termination 

Written and by Surrender 
Paid For Year and Lapse 

$9,721,000,000 1932 $9,706,512,000 

9,114,000,000 1933 8,413,960,000 

9,395,000,000 1934 6,288,181,000 


9,417,000,000 1935 5,220,978,000 
9,481,000,000 4,199,880,000 


(The above figures do not cover Indus- 
trial.) 

“As to your question 3, the Life In- 
surance Sales Research Bureau is on 
record as saying that about 25 percent 
of life insurance salesmen are still in 
the ‘business at the end of two years. I 
know of no authoritative figures for the 
five-year period.” 





Cummings Ouitlines 
Ways of Selling. 





(CONTINUED FROM PAGE 3) 


certificate indicating the 100 percent 
status of their agencies. 


GROUP NOW HAS 1,800 MEMBERS 


The Chicago Life Underwriters As- 
sociation now has 1,800 members—200 
more than any other association in the 
country. A new section of the associa- 
tion has been organized, the cashier’s 
division, for which a chairman and 
poard of directors has been elected. The 
next meeting of this division will be 
held April 11 at which C. J. Zimmerman, 
general agent Connecticut Mutual, will 
speak. April 27 will be devoted to the 
annual sales congress at which a large 
attendance is expected. 





Supervisor in Cook Agency Dies 
Fred H. Morris, supervisor in the 
Paul Cook agency of Mutual Benefit 
Life in Chicago, died the other day at 
the age of 33 of complications following 


influenza. He was a son-in-law of R. J. 
Finnegan, editor of the Chicago 
“Times.” 
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Price Fixing's Dangerous Lure 


WHATEVER governmental moves may 
be made in that direction, insurance 
interests can be counted on to offer 
the strongest kind of opposition to 
any sort of price fixing program con- 
trolled through a system of federal 
licensing. While it may surprise laymen 
that in a business-where standardization 
prevails to the extent that it does in the 
insurance business there should be any 
objection to price control, attempts to 
hold prices to a certain scale open up an 
entirely new set of dangers when at- 
tempted by an agency outside of the 
business affected and for ends which 
may not necessarily coincide with those 
of the industry. 

Life companies, or at least important 
groups of them, frequently move in uni- 
son, though this is a matter of reach- 
ing a common conclusion through dis- 
cussion rather than a fixed agreement to 
present a united front. Fire compa- 
nies, with their rating organizations, 
come nearer to the usual concept of 
price fixing. Actually, however, there 
is nothing approaching price fixing in 
the insurance business, except in those 
states where the insurance department 
takes a hand in regulating rates. As a 
matter of fact, price competition in the 
life field is often keen, a difference of 
a few cents per thousand in the esti- 
mated annual net cost sometimes being 
the deciding factor in a sale. Even the 
fire rates are far from constituting pricé 
fixing, for some competitors will not or 
cannot be brought under the rating or- 
ganization’s jurisdiction. Let the com- 
panies put their rates at a level that is 
out of line and they lessen the competi- 
tive margin between themselves and the 
mutuals, reciprocals, and _ cut-raters. 
Rates must not only be adequate but 
they must be reasonable, or the agents 
will quickly complain that business is 
slipping away from them. 

Price fixing by law or by govern- 
ment edicts, however, is nothing like 
rate regulation from within an industry. 
Though practical business men realize 
that rate regulation can be extremely 
useful in minimizing destructive com- 


petition, they know it cannot be used 
as a substitute for efficient management 
and in defiance of the law of demand 
and supply. When they do forget 
sound business considerations they are 
likely to be painfully awakened, al- 
though frequently not until it is too 
late. Even concerns which have so 
near a monopoly on a certain commod- 
ity as to be able to dictate its price 
have learned that they must give value 
received almost as if they were on a 
highly competitive basis. 

When a government, however, goes 
about the job of price fixing it is moti- 
vated by no such practical considera- 
tions. Prices would not be fixed by 
those in the business affected, nor would 
the welfare of that business be the cri- 
terion of the price fixers. The objective 
of the price control would be the gen- 
eral economic welfare of the country 
but what might happen to individual 
fields of business is not reassuring to 
think about. 


Even where the principal aim of the 
price fixing program is the welfare of 
each line of business under considera- 
tion, as it was under the national re- 
covery act, some unintended results fre- 
quently occur, as witness the report of 
the consumers advisory board of the 
N.R.A., which after a survey on the 
mackerel code concluded as follows: 

“The effect of the mackerel produc- 
tion limitation program was to hurt the 
fisherman (because of decreased in- 
come) and to hurt the consumer (be- 
cause of higher prices and a smaller 
available quantity of mackerel). The 


only ones to benefit from the code pro- 
gram were the mackerel themselves. 


This was not the intent of the propo- 
nents of the code.” 

While the insurance business may re- 
ly on the famous Paul vs. Virginia 
United States Supreme Court decision 
holding insurance not to be interstate 
commerce, ways could probably be 
found to nullify this obstacle if the fed- 
eral government ever decided that it 
really wanted to bring the insurance 
business under its control. 


Splendid Work of Industrial Men 


More and more there is a growing 
appreciation of the remarkably fine work 
done by the agents selling industrial insur- 
ance. They occupy a special field. Their 
hours are long and the work is strenuous. 
Yet a successful industrial agent makes a 
good living. He is carrying the gospel 
into homes that the ordinary writing agent 


does not visit. The industrial agent is 
contributing much to the welfare of man- 
kind. The INpUSTRIAL INSURERS CONFER- 
ENCE in one of its recent bulletins has this 
to say on the work of the industrial sales- 
man: 

“At a time when the entire American 


the field force of every company can per- 
form the highest degree of service in pre- 
senting and upholding the ideals of the 
industrial insurance business. With the 
policyholder, the agent is the company. 
The honor and integrity of the business 
rest in his hands. The greatest surety or 
the gravest danger in insurance today lies 
in the character of the agency force. The 
public knows little of the true benefits of 
industrial insurance. Through this lack 
of knowledge, prejudice can arise. 





“The selection of agents is one of the 
most serious problems of industrial insur- 
ance. Equally as vital is the conduct of 
the agent in the field. The ‘boys on the 
debits’ can make or wreck the reputation 
of the company and the business. 

“The call of today is for upright, clean, 
high-principled agents who place right and 
honesty above all else. None of us owes 
any duty higher than the sacred obligation 
of fair dealing with the public. The agent 
in the field can best sound this gospel.” 








PERSONAL SIDE OF THE BUSINESS 





Charles F. Adams, veteran president 
of Oregon Mutual Life, has just cele- 
brated his 77th birthday. He has been 
a resident of Portland for 49 years. 


Dr. O. M. Eakins has observed his 
30th anniversary as medical director, 
vice-president and secretary of the Re- 
liance Life. Before joining that com- 
pany he was for eight years chief med- 
tcal officer of the southern Asiatic divi- 
sion of the New York Life in India. 

John A. Stevenson, president Penn 
Mutual Life, has been appointed a 
member of the important Pennsylvania 
board of public assistance. It supervises 
relief activities. 

M. C. Stowell, veteran cashier of the 
Detroit office of the Berkshire Life, was 
the guest of honor of his associates at 
a banquet celebrating his 50th anni- 
versary with the company. He has 
been with the Detroit office 45 years. 

Ernest Palmer, insurance director of 
Illinois, has been elected president of 
the board of trustees of Lake Forest 
Academy, Lake Forest, Ill. A graduate 
of the Lake Forest preparatory school 
with the class of 1903, Mr. Palmer is 
the first alumnus ever to head the in- 
stitution’s board. His son, Bradley J. 
Palmer, now a student at the University 
of Michigan, was graduated from the 
academy in 1935. 

Dezso Garay of the Ohio State Life 
in Cleveland has just completed ten 
years of consecutive weekly production. 
Dr. C. E. Schilling, vice-president and 
medical director of the Ohio State Life, 


and Mrs. Schilling are on a 21-day 
cruise to Guatemala. 
V. S. Welch, second vice-president 


Equitable Society in charge of western 
territory, and Walter Gottschall, direc- 
tor of agencies, both of the Chicago ad- 
ministrative office, attended an execu- 
tive committee meeting of the Equitable 
“Old Guard” in New York. Mr. Gott- 
schall on his return trip stopped at To- 
ledo to address a special meeting of the 
B. Haller agency honoring Agency 
Manager Haller’s 25th anniversary with 
the Equitable. Mr. Haller has been a 
manager since 1915. The meeting, 
winding up with a banquet, closed a 
month’s campaign while Mr. Haller was 
on vacation. Joe Dailey, assistant 
agency manager, directed the production 
effort. 
The first anniversary of the appoint- 
ment of Leonard L. Lenz as general 
agent of the Connecticut Mutual Life in 
Columbus, O., was commemorated with 





system of private enterprise is on trial, 


a meeting which Vincent B. Coffin, sec- 


and George F. B. Smith, assistant su- 
perintendent of agencies, attended. 


Col. C. B. Robbins, manager and gen- 
eral counsel of the American Life Con- 
vention, was in Washington March 14 
for a hearing before the house ways and 
means committee, which is considering 
proposed amendments to the social se- 
curity act. 

From Washington, Colonel Robbins 
went to New York for the Life Adver- 
tisers Association meeting March 15-16, 


Claude R. Fuquay, Franklin Life gen- 
eral agent, San Antonio, Tex., has been 
awarded a 25-year gold service pin. 


J. O. Hoover, superintendent of 
agencies, and Clarence C. Cook, assis- 
tant superintendent of agencies in charge 
of the salary allotment division of Trav- 
elers, have returned to the home office, 
after spending five days in the Chicago 
office and then a couple of days in South 
Bend, Ind. 

Colonel W. H. Kelly, former New 
Jersey commissioner, who underwent an 
operation at Venice, Fla., is very much 
improved. He is up and around and 
shortly will be able to resume his usual 
winter activities. 

O. P. Schnabel, San Antonio, Tex., 
branch manager Jefferson Standard Life, 
has been presented a 20-year service pin. 

Medical aspects of underwriting were 
discussed by Dr. I. E. Heron, medical 
director West Coast Life, at a dinner 
meeting of the San Francisco Life 
Agency Cashiers Association. 


DEATHS 








H. H. Sauers, agency manager in Se- 
attle for Bankers Life of Iowa, died in 
Ivinson Memorial Hospital, Laramie, 
Wyo., of injuries suffered in a wreck on 
the Union Pacific near Laramie. The 
train carried two Pullmans occupied by 
Bankers Life people who were on their 
way to San Francisco. Several of that 
group were injured, Mr. Sauers, the 
most seriously. He suffered four frac- 
tured ribs and his lung was punctured. 
Death was caused by pneumonia that de- 
veloped suddenly as a result of those in- 
juries. Mr. Sauers started with Bank- 
ers Life in 1921 in the Montana agency. 
He was appointed agency manager for 
that state in 1922 serving until 1927 
Then he was made agency manager in 
Seattle. 

Mr. Sauers was the last Bankers Life 





ond vice-president in charge of agencies, 


representative remaining in the Laramie 
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hospital. Others had returned to their 
homes. 

Mr. and Mrs. Joe B. Ryan, Jr., and 
their son, all of whom were injured, 
continued on their trip to California, 
after leaving the hospital. Mr. Ryan 
had recovered from a broken hip sus- 
tained in an auto wreck just previous to 
embarking on the Bankers Life trip. 
Mrs. Ryan suffered a broken collar 
bone in the train wreck. 

A special car bearing seven Iowans 
injured in the wreck, arrived in Des 
Moines. W. W. Jaeger, executive vice- 
president, and Mrs. Jaeger were taken 
to their home. Mr. Jaeger suffered cuts 
and bruises; Mrs. Jaeger, a broken 
shoulder. E. McConney, vice-president 
and actuary, was not moved from the 
car until the next day. His hip is in a 
cast. Mr. and Mrs. H. C. Porterwood 
continued in the special car to their 
home in Dubuque, Ia. Mrs. Porterwood 
suffered a broken shoulder. The con- 
dition of all of the injured persons is 
reported improved. 

Dr. Robert E. Fivey, medical director 
and a director of the Globe Life, Chi- 
cago, died in Evangelical Deaconess hos- 
pital there following an illness of six 
months, He was connected in his early 
professional life with Charing Cross hos- 





pital, London, and later with St. Eliza- 
beth’s hospital, New York. For some 
time he was an assistant medical di- 
rector of the Metropolitan at the home 
office, then 20 years ago joined the 
Globe as assistant medical director, be- 
coming medical director 14 years ago. 
He was the head of a surgical instru- 
ment company. 

Dr. C. E. Glynn, physician and sur- 
geon in Davenport, Ia., for more than 
30 years, died there from heart disease. 
He was medical director of the former 
Guaranty Life. 


H. P. Michael, 50, Harrisburg, Pa., 
general agent Northwestern National 
Life for 30 years, died there. 


W. B. Taylor, who through most of 
his career was associated with the North 
American Life, Toronto, died there in 
his 71st year. He was a nephew of the 
late William McCabe, who had a promi- 
nent part in founding the company. He 
practiced law 1892-1900, then joined the 
North American, serving successively as 
assistant secretary, secretary and presi- 
dent, 1926-1938. Retiring’ from the latter 
office he was vice-president for a time, 
and later remained on the board. 

W. W. Bryant, Kansas insurance !aw- 
yer, who ran for insurance commissioner 
of that state in the last primary on the 
Republican ticket, died at the age of 66. 








NEWS OF THE COMPANIES 





Receiver Directed to Pay 
C. L. Ayres’ Premiums 


LANSING, MICH.—Judge Carr of 
Ingham county circuit court authorized 
T. M. Heuss, special deputy commis- 
sioner who is acting temporary receiver 
of the American Life, Detroit, to pay 
premiums and keep in force two poli- 
cies totaling $250,000 on the life of C. L. 
Ayres, president. The American Life 
is beneficiary under the contracts. Heuss 
asked instructions as to whether the pre- 
miums should be met out of company 
funds. Judge Carr authorized other ex- 
penditures totaling $49,839 covering sal- 
aries, receivership expense, partial pay- 
ment of death claims, and payment of 
installments arising out of death claims 
in February. 

Ayres and other officers are contesting 
the receivership in appeal to Michigan 
supreme court. The state’s brief is in 
process of preparation by John Panchuk, 
assistant attorney general. 


B. M. A. 30th Year Campaign 


Business Men’s Assurance is making 
a special drive for business this year, 
stimulated by the fact that July 1 will 
mark its 30th anniversary. In order to 
provide additional impetus in the pro- 
duction effort a new line of policies was 
put out. The accident and health con- 
tract contains the hospitalization provi- 
sion for the insured himself and a_spe- 
cial contract is offered whereunder the 
hospitalization benefit may be extended 
to the dependent members of the as- 
sured’s immediate family. A new life 








contract offers an emergency cash set- 
tlement with readjustment income. 

The 30th anniversary will be cele- 
brated with a convention at the home 
office this fall. The date will be se- 
lected to make it convenient for the 
agents to attend the annual meeting of 
the National Association of Life Under- 
writers at St. Louis on the same trip. 


Drive for St. Patrick and Duke 


Agents of Southland Life are making 
a special drive for business Friday of 
this week, March 17, St. Patrick’s Day, 
as that is the birthday of President A. 
Morgan Duke. The production for the 
entire month is in honor of Mr. Duke 
and a goal of $3,000,000 has been set. 

Fourteen agents of Southland Life 
have qualified for the leaders’ round 
table of the Texas Association of Life 
Underwriters. The qualification is $6,- 
000 or more in paid for premiums for 
1938. 


Ohio National Red Letter Day 


Ohio National Life is marking May 19 
as a red letter day, inasmuch as that is 
the 25th anniversary of the connection 
with that company of President T. W. 
Appleby. A banquet is to be given that 
evening in his honor. Attending will be 
the leading field supervisors and mana- 
gers and most of the home office staff. 


Writes Off All Real Estate 


Western Life of Helena, Mont., in its 
new statement carries no real estate as 
an asset. This is an extremely unusual 
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The TWO strongest sales appeals 
in life insurance 


You know the “sales magic” in 
offering a father a generous in- 
come for his family—money-every- 
month to take the place of his pay- 
checks till his children are grown 
and educated. 

And you know, too, how easy it 
is to get a prospect wishing he 
could guarantee himself a com- 
fortable income starting at 60 or 
that will 
let him stop working and enjoy 


65—an assured “salary” 


the remaining years of his life. 


Both of these potent emotional 
appeals are combined in Union 


Central’s attractive “COM- 
PLETE PROTECTION 
PLAN.” ‘This modern contract 
offers $200 every month for 20 
years to support a man’s family, 
then a good-sized annuity for his 
wife. Or if the father lives, he 
gets $200 a month after 60 or 65. 

Backed by 
this 


extensive national 
double-barreled 
getting wide attention 
And Union Central 


representatives in 1939 are off to 


advertising, 
plan is 


from fathers. 


the best sales start in many years! 


The UNION CENTRAL LIFE Insurance Company 


Cincinnati, Ohio 
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AN EASY WAY TO 
Boost 





Yow! HOSPITAL BENEFIT PLAN 


You can now make “prospecting” immediately profitable . . . to 
the tune of $100 or more per month. By merely showing 
Columbus Mutual’s new Hospital Benefit Plan before you leave 
your prospect, you can turn every call into a sale. National 
surveys show that this new form of insurance holds No. 1 place 
in the public’s interest? And Columbus Mutual’s Plan offers 
more attractive benefits than other similar plans . . . and costs 
only 75c per month. People want it! It’s something you can 
“write” on every member of the family! Besides giving you a 
nice commission, it helps you to make new friends. And another 
“beauty” of it is that you need no contract with Columbus 
Mutual to offer it to your clients. Your present agency connec- 
tion need not be disturbed! What do you say—may we send 
you the complete details? 





Here are the benefits your clients get for 75c per month! 


$ 5.00 a day for 28 days for hospital confinement. 
$ 5.00 for X-ray or laboratory examination. 
$10.00 for use of operating or delivery room. 
$10.00 for anaesthetic. 
Issued to male and female risks between the ages of 10 and 65. 











Address: 


Fhe COLUMBUS MUTUAL 


FE INSURANCE COMPANY 
LUMBUS OHIO 


JAMES A. PRESTON, Sales Manager 



































A Balwatk of Defense 


As a method of building up a secure, non-fluc- 
tuating estate—a bulwark of defense against the 
unknowable future—the importance of life in- 
surance can hardly be overestimated. And its 
ultimate aim—adequate financial security for a 
family—is so vital that it must surely be con- 
sidered a necessity by all clear-thinking people. 


_Massachusel Malual 


LIFE INSURANCE COMPANY 
Springfield, Massachusetts 
Bertrand J. Perry, President 

















feature. The home office building is 
carried at only $1, although it cost $245,- 
000 in 1924. All real estate that has 
not been sold under contract, has been 
charged off. 

For each $100 of obligations, Western 
Life has $118.92 in resources. It has 
on deposit with the insurance depart- 
ment $13,887,735, which is 20 percent 
more than is required by law. Assets 
amount to $14,453,761 of which more 
than 41 percent are invested in bonds, 
none of which are in default as to inter- 
est or principal. Surplus to policyhold- 
ers is $2,300,000. Insurance in force in- 
creased more than 11/3 million dollars. 


Union Mutual Has Many Gains 


Increases are shown in assets, excess 
of income over disbursements, in sur- 
plus, and in reserve, by Union Mutual 
of Maine. Assets are $22,295,283, in- 
crease $614,000; excess income over dis- 
bursements, $485,036, increase $169,000; 
surplus, $720,408, increase $70,300; re- 
serve for investment fluctuations, $230,- 
000, increase $30,000; market value of 
bonds over book value, $391,314, in- 
crease $235,284. Interest rate earned 
was 3.46 percent. Actual to expected 
mortality (Union Mutual claims only) 
was 48 percent. Insurance in force in- 
creased to $75,643,194. 








Guardian Life Figures Corrected 


The figures given for Guardian Life 
in the table printed on page 13 of the 
March 10 edition were wrong. The 
proper figures are included in this 
week's table. The correct figures also 
appeared in the table printed in the 
March 8 edition. 





R. R. Lyman of Utah has been elected 
a director of California-Western States 
Life, succeeding the late J. R. Mitchell. 


COMPANY MEN 


D. W. Tibbott Advertising 
Head of New England Mutual 


David W. Tibbott, formerly an ac- 
count executive for Batten, Barton, Dur- 
stine & Osborn, has joined New Eng- 
land Mutual Life as director of adver- 
tising. He will be in charge of the ad- 
vertising, publicity and public relations 
work. 

Dr. W. 
the department of publications of which 
he has been the head since 1915, as 
editor. 

Mr. Tibbott graduated from Prince- 
ton in 1917. He has had numerous posi- 
tions in advertising and sales promotion. 
For nine years he was national adver- 
tising representative and sales promotion 
manager for the Boston “Globe,” and 
for four years was advertising represen- 
tative in New England for the “Satur- 
day Evening Post” and was vice-presi- 
dent in charge of sales for the Banta 
Press. 














Erway Returns to Acacia 


Richard E. Erway, who was connected 
with Acacia Mutual from 1929 to 1934, 
has returned to that company and has 
been named assistant secretary. After 
leaving Acacia Mutual in 1934, when he 
was assistant actuary, he took a law 
course in Harvard Univ ersity and upon 
its completion he engaged in legal in- 
vestment work in New York. 





Dr. Gibbons, Gunn Vice-presidents 

Dr. H. W. Gibbons, medical director, 
and Marcus Gunn, actuary, have been 
elected vice-presidents of California- 
Western States Life. 





Barnes Returns to Newspaper Field 


A. W. Barnes has resigned as adver- 
tising manager of Illinois Bankers Life 
to assume charge of the Gallup “Inde- 
pendent,” a daily newspaper of Gallup, 
N. M. Mr. Barnes had been advertising 
manager of Illinois Bankers since 1936. 
He graduated from Monmouth College 


H. Hazard will continue with 





in Monmouth, IIl., the home office city 
of Illinois Bankers, and then engaged 
in journalism in various places, includ- 
ing Monmouth, until he went with Illi- 
nois Bankers. 





Conrod Associate Actuary 


The Loyal Protective Life has ap- 
pointed Stuart F. Conrod associate ac- 
tuary to assist President John M, 
Powell, who is also principal actuary, 
Mr. Conrod has had actuarial experience 
with the Great-West Life, with Wood- 
ward, Fondiller & Ryan, consulting ac- 
tuaries, and for eight years has been 
secretary and actuary of the Western 
Empire Life. 


Dr. Rowland Advanced 


Dr. J. M. H. Rowland has _ been 
elected vice-president of the Baltimore 
Life to succeed the late S. D. Powell. 
He is also medical director of the com- 
pany. The company’s insurance in 
force passed the $100,000,000 mark for 
the first time, now totaling $101,363,381, 


AGENCY NEWS 


Hays & Bradstreet 400% Gain 


The Hays & Bradstreet agency of New 
England Mutual Life in Los Angeles in 
January and February recorded a 400 
percent increase over the same period of 
1938. The agency has already attained 
45 percent of its quota for the year. It 
was the leading agency of New Eng- 
land Mutual in February and ranks No, 
4 for the year to date. In 1938, Hays & 
Bradstreet ranked No. 1 in New Eng- 
land Mutual in percentage of gain in in- 
surance to new business written and 
third in actual volume. gain. 

Rollo R. Hays, -Jr.,-of the agency is 
a brother of W. E. Hays, director of 
agencies at the New England Mutual 


COMMONWEALTH LIFE 


OFFERS A POLICY FOR 
EVERY LIFE Contingency 











POLICIES “ARE ISSUED 
EAL ECE LE LLL LG CEA BDI IA 
FROM BIRTH TO THE 
AGE OF SEVENTY: 


Our unique Optional 
Life and Endowment 
Policy is so very flex- 
ible that it actually 
provides a complete 
life insurance pro- 
gram. 


®Commonwealth Life's 
plan of Cordial Co-op- 
eration is enabling sales- 
men to build bigger in- 
comes more quickly. For 
full information write to 


WALTER S. SCHNEITER 
Secretary of Agencies 
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INSURANCE COMPANY 
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The other principals in the 
and R. 


head office. 
agency are Rolla R. Hays, Sr., 
H. Bradstreet. 





Prouty Agency Makes New Move 


A salary savings department has been 
established in the Phinehas_ Prouty, 
Jr, agency of Connecticut Mutual in 
Los Angeles. Gordon B. Nelson, who 
has been connected with the agency, is 
in immediate charge. He has had exten- 
sive experience in this field. Mr. Prouty 





believes that there is an exceptional op- 
portunity today for the development of 
this scheme, due to the increasing de- 
mands of employes for supplementary 
plans, individually owned, to comple- 
ment social security. 





The J. W. Cooper agency of Union 
Central Life in Lincoln, Neb., during 
January and February wrote 253 per- 
cent as much business as for the corre- 
sponding two months of the previous 
year. 








LIFE AGENCY CHANGES 





Mullen Takes Charge for 
Sun Life, Can., in Peoria 


PEORIA, ILL.—W. Lee Mullen, for 
two years manager of the Charleston, 
W. Va., agency of Sun Life of Canada, 
has become manager for the Sun here. 
His office supervises all Illinois outside 
of Chicago. Mr. Mullen succeeds L. V. 
Drury, who was transferred by the Sun 
Life to Philadelphia as manager. Nor- 
man Gatsch, acting manager since Mr. 
Drury’s departure, will remain here as 
agency assistant to Mr. Mullen. C. E. 
Miller remains as branch secretary. 

V. Harris, Montreal, supervisor cen- 
tral United States division, and H. L 
Cantelon, manager St. Louis agency, 
were speakers at a luncheon for Mr. 
Mullen. 

The new manager joined the Sun Life 
in Ohio in 1924, following several years 
as a civil engineer and three years with 
the army. He has been a Sun Life man- 
ager in Youngstown, O.; agency assis- 
tant in Pittsburgh and agency manager 
at Charleston, W. Va. 

He was president Youngstown Life 
Underwriters Association and Pittsburgh 
supervisory group, vice-president and di- 
rector Charleston, W. Va., association, 
and a founding member and secretary- 
treasurer of the recently created West 
Virginia State Life Underwriters Asso- 
ciation. 





Assistant Managers Appointed 


Three assistant agency managers have 
been appointed by the Equitable Society. 
J. R. Henley, office manager for Agency 
Manager Homer Jamison at Oklahoma 
City, becomes assistant there, taking a 
unit with 13 agents. He is treasurer of 
the Oklahoma Life Underwriters Asso- 





Great-West Lansing 
Manager to Ohio National 








HAROLD C. BROGAN 


Harold C. Brogan has been appointed 
Manager- general agent of the Lansing, 
Mich., agencies of Ohio National Life. 
For the past 10 years he has been man- 
ager for Great-West Life with offices in 

ansing. He is a member of the Michi- 
gan State Association Council, a former 
~~ ~president of the Michigan Association 
. — Underwriters and past president 
L le Lansing Life Underwriters and 

ansing Managers Association. Mr. Bro- 


pai will have offices in the Olds Tower 
uilding, 





ciation. W. O. Flaten becomes assist- 
ant under Agency Manager A. B. Shea 
at Minneapolis to develop a new unit. 
C. E. Harris was appointed assistant 
under Agency Manager Samuel Lust- 
garten at Chicago. Messrs. Flaten and 
Harris have been successful producers. 
Mr. Harris in the past was assistant 
agency manager with Mr. Lustgarten 
but went into personal production. He 
has been assigned agents from the for- 
mer Falk unit and an unassigned unit. 


Frankel Leaves Insurance 


Stanley Frankel, manager of life de- 
partment Frankel Brothers, Cleveland, 
and one of the leading producers for 
the Prudential ordinary department in 
the last five years, has resigned to go 
into another line of business in Roches- 
ter, N. Y. He will be in charge of sales 
of a business established by his father. 
In 1937 Mr, Frankel led the agency 
force of Prudential and was second in 
1936. In 1938 he was among the first 
five. 


Opens New Detroit Branch 


The Confederation Life has entered 
Michigan and opened a branch office at 
1232 Buhl. building, Detroit, under the 
management of E. M. Squires, who has 
been with the company at its head office 
for several years. 











Name Gillis at Sioux City 


E. H. Gillis has been appointed gen- 
eral agent of the Occidental Life of 
California at Sioux City, Ia. He has 
been with the New York Life and Re- 
liance Life. 


Elliott Named at Winston-Salem 
WINSTON-SALEM, N. C.—H. B. 
Elliott is appointed general agent by the 
Shenandoah Life. Offices are in 339- 
340 Nissen building. 
the business 10 years, for eight as- or- 














He has been: .in 


NO CHANGE 
IN TEREST RATE 


The Midland Mutual Life 
has made no change since 
January 1, 1938, in Annuity 
Rates, Retirement Income 
Premiums or interest rates 
on funds left with the Com- 
pany. The Company guar- 
antees 3% and is paying 
34%, having earned a net 
of over 4% in 1938. 


THE MIDLAND MUTUAL LIFE 


INSURANCE COMPANY 
Columbus, Ohio 

















MANUFACTURERS 


The Manufacturers Life has grown steadily. 
Today it gives protection to more than 210,000 
policyholders and their beneficiaries. 


INSURANCE AND DEFERRED ANNUITIES IN FORCE 
572 MILLION DOLLARS 


ASSETS EXCEED 167 MILLION DOLLARS 


LIFE 


INSURANCE COMPANY 


HEAD OFFICE 
TORONTO, CANADA 
Established 1887 
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Auditors-Accountants 





INSURANCE SERVICES AND 


EQUIPMENT 
{DIRECTORY} 
An Executive’s Index to Responsible Firms 





| 





CHASE CONOVER & CO. 


Auditors & Accountants 


135 So. La Salle Street 
Chicago 


Telephone Franklin 3868 





COIN CLOCKS 
will help you sell 
more life insur- 
ance. 
New Low Price 
$1.99 and up. 
For full details write to: 


COIN CLOCK SERVICE CO. 
100 — Prospect—4th Bldg. 
Cleveland, Ohio 











Card Index Systems 


Court Reporter 








Are Metal 


Sneteee re tee 
rors 


LINE AND LEDGER 


A Postindex Visible System in which the Insurance 
Broker has a complete listing of each customer's poli- 
cies, ledger account with visible follow-up of expira- 
tions and delinquencies. Postindex Visible Systems 
improve control through fast posting and reference rec- 
ords on all operations. 


POSTINDEX COMPANY 
(Division of Art Metal Construction Co.) 
JAMESTOWN, N. Y. 

Complete catalog on request 


ROY E. FULLER 


and Associates 


Shorthand Reporters @ Notaries 


105 W. Madison Street, Chicago, IIl. 
State 5806 
Established 1910 
You are invited to telephone or telegraph at 


our expense, reserving dates for Depositions 
in the Chicago area. 














Cc. P. A. 





S, ALEXANDER BELL & CO. 


Certified Public Accountants 


Insurance Ac- 
and Systems 


Specializing in 
counting, Audits 


10 South La Salle St., Chicago, Illinois 
Telephones: Central 3510 








WINZER & CO. 


CERTIFIED PUBLIC ACCOUNTANTS 


Commercial Accounting 
and Tax Counsel 
Insurance Accounting 
Fire, Casualty, Life 
29 SOUTH LA SALLE STREET 
CHICAGO, ILL. 


Phone FRA. 6085 








GODDARD-ABBEY 
COMPANY 


McIntyre Bldg. 
Salt Lake City, Utah 


Certified Public Accountants. Specializ- 
ing in Insurance audits and systems 


Tel. WASATCH 1107 











Claim Investigations 


Desks 





Art Metal 


Kemeviows Mew tore 
usa 


AIRLINE DESKS 


—fitted to the work of the user have been _ 
as standard in many large insurance company ces. 
More foot room and knee space in every Art Metal 
Airline Desk; space-saving design; modern appear- 
ance. Catalog of 11 styles on request. 


Art Metal Construction Co. 
Jamestown, N. Y. 
Branches and sales agencies everywhere. 











Diamond Life 
Bulletins 





The Life Agent’s “Right Hand 
Man” 


Subscribe to 


THE DIAMOND LIFE 


BULLETINS 
420 E. Fourth Street 


Cincinnati 





Insurance Law List 





HINE’S INSURANCE 
COUNSEL 


(No Charge for Copies to Legal and 
Claim Dept. Officials) 


First National Bank Bldg. 
Edward E. Collins, Mgr. Chicago 





Letter Files 








MARK LIPMAN SERVICE 


Special Claim Investigations 


LIFE-HEALTH-ACCIDENT 
Rector Building 
Little Rock, Arkansas 








Are Metal 


ag 
NEW DEVELOPMENTS 
—in the — compressor give maximum space 
and speed of filing and finding; in the ball-bearing 
roller drawer suspensions add to ease of operation 


and life of Art Metal Director Files. Two, three, 
four and five-drawer heights. Send for catalog. 


Art Metal Construction Co. 
Jamestown, N. Y. 


ganizer and previously at Charlotte. As- 
sociated with him are J. M. Clark, W. 
N. Rankin and E. M. Spivey. The firm 
also will do a fire and casualty insurance 
business. 


NEWS BRIEFS 


L. D. Danforth, formerly assistant 
manager of the Reliance Life in St. 
Louis, has been appointed associate 
general agent of the General American 
Life at Columbia, S. C., associated with 
Marion Rich, general agent. 

For outstanding achievement in 1938, 
the Davis & Butterworth general agency 
of the New England Mutual Life at 








Richmond, Va., was presented a bronze 
plaque by C. F. Collins, agency secre- 
tary, who made a special trip to Rich. 
mond. 


The Ohio State Life has appointed C. 
V. Reynolds, 712 First National Bank 
Building, Fort Worth, Tex., general 
agent. 

H. A. Sims, former special agent in 
Shawnee, Okla., is new district super- 
visor of the Atlas Life in the Oklahoma 
City district. 

A. H. Wyatt, Indianapolis general 
agent Standard Life of Indiana, has dis- 
posed of his general agency to the Laten. 
dresse Insurance Agency. 

The John R. Franke Co., Irvington, 





N. J., has established a life insurance 
department in charge of F. E. Jenkins, 








LIFE SALES MEETINGS 





Mass. Mutual Goes 
on Regional Basis 


Regional meetings for Massachusetts 
Mutual representatives will be held 
throughout the country in May, at six 
advantageous points, taking the place of 
the big annual convention customarily 
held at Swampscott and Chicago, alter- 
nately. 

The new arrangement is intended to 
bring about larger attendance by the 
rank and file of the field force. No pro- 
duction qualifications are required, all 
agents being eligible for attendance. 
Company Ofticials and members of the 
home office agency department will par- 
ticipate in the programs. Sessions will 
be held during the forenoon of each day. 
The schedule follows: 

Lookout Mountain Hotel, Chattanooga, 
May 11-12; Hotel Chalfonte-Haddon 
Hall, Atlantic City, May 15-16; Elms 
Hotel, Excelsior Springs, Mo., May 15- 
16; New Ocean House, Swampscott, 
Mass., May 18-19; Hotel Cleveland, 
Cleveland, May 22-23; Del Monte Hotel, 
Del Monte, Cal., May 24-25 

President B. J. Perry, Viewuslines c 
O. Fischer, A. J. Lynn, assistant agency 
director; W. M. Benton, agency secre- 
tary; James Denton, agency assistant, 
= home office executives will at- 
tend. 





Regional in Philadelphia 


A regional agency meeting of the 
Midland Mutual Life will be held in 


Philadelphia April 15. Among the 
speakers will be General Agents L. B. 
Brenneman, Lancaster; G. C. Ross, 


Reading; C. E. Sherer, general agent, 
Pittsburgh, and J. N. Sokohl, Philadel- 
phia. 





agencies; Arthur H. Dalzell, originator 
of the Dalzell graphs, which are being 
used in the ordinary department, and 
Edward J. Brennan, regional district 
manager at Chicago, all of whom will 
give addresses at the meetings. 

The gatherings will be sales con- 
gresses devoted to the subject of ordi- 
nary production, with special sessions 
for managers and assistants and gen- 
eral sessions open to all. On the trip 
Mr. Clark will stop off at Louisville to 


address the mid-year meeting of the 
National Association of Life Under- 
writers. 





Hackensack District ‘38 Winner 


The president’s trophy, awarded each 
year to the John Hancock industrial 
agency showing the highest general ex- 
cellence, has been awarded to the Hack- 


ensack, N. J., district under B. J. 
O’ Donnell. 
Mr. O’Donnell started as an agent 


with John Hancock in Brooklyn 1 in 
1926, where he later served as assistant 
manager and district supervisor until his 
appointment as manager at Hackensack 
in 1938. 

Runner-up in the competition was the 
DesMoines. district under Manager 
Floyd J. Fickes. 





Union Convention at Kenosha 


The International Union of Life In- 
surance Agents will hold its second an- 
nual convention in Kenosha, Wis., June 
9-10. The union is composed of indus- 
trial agents of the Metropolitan, Pru- 
dential and John Hancock in Milwaukee, 
Kenosha, Racine and La Crosse, Wis. 
and plans to cover the entire midwest. 
at is an independent group without 
either AFL or CIO affiliation. 





John Hancock Moves in Chicago 





At an agency meeting of the Louis 
F. Paret agency of the Provident Mu- 
tual, Philadelphia, W. K. Wise, vice- 
president, and E. M. Bechtel, agency as- 
sistant, talked on “The Four Ap- 
proaches.” 

Vincent B. Coffin, vice-president Con- 
necticut Mutual Life, in charge of 
agencies, spoke at a meeting of the C. T. 
Wardwell agency, Peoria, Il. 


INDUSTRIAL 


Regional Gatherings to Be 
Held by John Hancock 


Paul F. Clark, vice-president John 
Hancock Mutual Life, will be honored 
by field men of many states in a series 
of regional meetings to be held in 11 
eastern and middle western cities. This 
will be his initial agency trip into the 
middle western field since he was ele- 
vated last October from general agent at 
Boston. He will be accompanied by 

















Branches and sales agencies in 600 cities. 








James W. Messenger, superintendent of 


The midwestern regional branch office 
of the John Hancock Mutual Life in 
Chicago under Manager Edward J. 
Brennan, located for three years in 700 
North Michigan avenue, is moving to 
720 North Michigan in larger quarters. 





Hold Indianapolis Meeting 


E. B. Stevenson, executive vice-presi- 
dent, and George D. Wright, northern 
territorial manager National Life & Ac- 
cident, conducted a joint meeting of the 
two Indianapolis districts. 





Company Being Liquidated 

STF. LOUIS Claims aggregating 
$35,685 against the defunct Missour! 
National Life, a small industrial con- 
cern, have been approved by Special 
Comimissioner Dwyer, who was ap- 
pointed by the circuit court to pass on 
such claims. He plans to file his report 
in court on March 1. The liquidation 
is proceeding under the supervision of 
the Missouri department. Policyhold- 
ers claims totaled $23,079. 





T. J. Garvey of Asbury Park. N. J., has 
rounded out 30 years of continuous serv- 
ice with the Prudential. 
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~__NEWS OF LIFE 


ASSOCIATIONS 





Illinois Congress, 
Meeting May 5-6 


The annual meeting and sales con- 


“gress of the Illinois association will be 


held at Joliet May 5-6, P. B. Hobbs of 
Chicago, agency manager Equitable 
Society and state president, announced 
this week. The managers’ meeting will 
be the afternoon of May 5, the dinner 
and election of new officers being that 


evening. ; 
B. J. Stumm, general agent North- 
western Mutual, Aurora, state vice- 


president, according to custom is in line 
for the presidency. 

T. A. Lauer, district agent North- 
western Mutual Life, Joliet, is the chair- 
man on arrangements there. The man- 
agers’ meeting probably will be held in 
the Louis Joliet Hotel and the annual 
sales congress in the Elks Club across 
the street. 

The congress program has not yet 
been arranged but Mr. Hobbs said it 
would include nationally known life in- 
surance speakers. It will be held under 
the auspices of both the state and 
Joliet associations. Francis T. Bier- 
iger, Connecticut Mutual, Rockford, is 
treasurer, and W. B. Buckley, Metro- 
politan, Elgin, is secretary. 


Right Work Habits 
Discussed by Wood 


HARTFORD—Agents must analyze 
their individual selling problems before 
attempting to use other people’s ideas, 
J. Harry Wood, manager of general 
agencies John Hancock Mutual Life, told 
the Connecticut association sales con- 
gress here. 

“The difficulty in capitalizing on the 
experience of others lies in choosing the 
right experience,” he said. “We must 
be sure to capitalize assets rather than 
liabilities. No one medicine will cure 
every agent’s difficulty. The cure must 
fit the disease. Find out your weakness, 
and then go ahead and use one of the 
time-tested methods of improving your 
production.” 

Mr. Wood cited four producers who 
appeared before a sales congress. All 
had made great production increases. 
One doubled his production because he 
analyzed himself, finding he lacked 
knowledge of the business, which he 
then gained through study. Another 
suffered from inability to prospect, so 
he prospected intensively. The third 
said his business began to grow when 
he became converted to the use of pre- 
pared sales presentations. A fourth 
speaker solved his problems by a time 
control system. 


Individual Treatment Needed 


“All of these men had used methods 
which worked,’ Mr. Wood said. “Ob- 
viously none of us could capitalize on 
all their experiences. The answer lay 
not in what they did about it, but in the 
fact that by analysis each man discov- 
ered what had to be done in his partic- 
ular case. 

“There is one common quality that all 
successful life insurance men have, the 
habit of success. All our skill, all our 
knowledge, all our training are useless if 
our work habits are wrong. 

“We little realize what an enormous 

Proportion of everything we do is a re- 
sult of habit. The only time we are 
ever embarrassed, the only time we ever 
lack an answer, or knowledge of the 
thing to do, is when habit does not sup- 
ply the answer. Efficiency is simply 
and solely another word for habit. 
_ “The best way to acquire correct hab- 
its is by constant drill and rehearsal. 
There never comes a time when re- 
hearsal becomes unnecessary. 

_ Every man who has become a really 
1g man in any business or profession, 








A. Palumbo, 


a life underwriters association. 
supervising assistant Coy- 
ner agency, Mutual Life of New York, 
and association vice-president, arranged 


Frank 


Stumm, Northwestern Mutual, 
state association vice-president; 





has learned to profit from the experience 
of others, and when he does so it is be- 
cause he knows that in the beginning, 
we make our habits; but in the end, 
habits make us.” 


Agent Influences 
Public’s Attitude 


SAN FRANCISCO — The public’s 
opinion and reactions to life insurance 
are greatly influenced by the actions and 
the attitudes of agents, according to V. 
T. Motschenbacher, manager Sun Life 
in San Francisco and president San 
Francisco Life Underwriters Associa- 
tion. 

In speaking to 31 members of the 
San Francisco Quarter Million Round 
Table, he reviewed recent statistics of 
the earnings of various business and 
professional groups and said that the 
average annual earnings of the success- 
ful life underwriters were higher than 
several of the professions requiring long 
collegiate and special studies. 

As an illustration, he pointed to the 
average production and earnings of the 
34 members of the San Francisco Round 
Table, whose average income was in 
excess of $7,500 last year. 

“A life agent’s contract is good for 
life,’ said Mr. Motschenbacher. “It is 
no secret that many men, as they reach 
the older years, practically retire and do 
but little business from time to time.” 

John V. Hines, Sacramento, president 
California Association, spoke on the po- 
tential value of the organization as a 
prestige builder as well as a stimulus to 
other agents still striving for higher per- 
sonal production records, 





Kankakee, Ill.—With a paid member- 
ship of only 24, the recently organized 
Kankakee county association recorded 75 
in attendance at a meeting which was 
addressed by P. B. Hobbs, president Illi- 
nois association and Chicago agency 
manager Equitable Society. Mr. Hobbs 
talked on the benefits of membership in 
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HIS may be your real opportunity—don’t knock. Simply 
write to the Agency Department of the United Life and 
Accident Insurance Company for the full story about our 
combination contract—life, containing double and triple indem- 
nity, with weekly accident proteetion, non-cancellable and non- 


proratable. 


United Life and Accident Insurance Company agents increase 
their earnings selling this combination life and non-cancellable 
accident insurance. 


Do you want to increase your earnings? 


OPPORTUNITY KNOCKS—ACT NOW 


Address your letter to: 


William D. Haller, Secretary and Agency Manager 
United Life and Accident Insurance Company 


Concord, New Hampshire 











THE VICTORY LIFE INSURANCE COMPANY 


Financial Statement as of December 31, 1938 





ADMITTED ASSETS 


OE E3211). ee ee ee 


Mortgage Loans on Real Estate (first mort- 
gages for not more than 50% of the ap- 


Bonds (Market Valtie) 0. <cccssiesecscecsess $3,516,535.40 


147,895.40 





LIABILITIES, SURPLUS AND OTHER FUNDS 


NGG REMEUG Ne < sencccccctansscesesesesucdacs $7,813,590.80 
(The amount of Legal Reserve required by 

law to assure that policy obligations will 

be promptly and fully met. This reserve is 

verified by the State of Kansas.) 








Dee, 81, 1921........6.. $_ 2,219,309.00 Dec. 
Dec. 31, 1928........00. 14,854,080.00 Dec. 
Dee. $1, 1983........20. 22,549,985.00 Dec. 
Dec. 81, 1938......ccee. 36,727,060.00 Dec. 


More than $5,100,000.00 paid to Policyholders 
ficiaries since organization (18 years). 


eres 





reer re $ 40,867.00 


praised value of any property)............ 1,974,271.60 a, Jeseese 657,536.87 
WONGCW ROGUS sins acs cvcacaves accioasceeuswes 2,389,724.58 (This amount has been left on deposit with 
Real Estate Owned (no encumbrance)....... 1,380,721.38 the Company by Policyholders.) 
Semen Puedes Meter 4,859.25 Wohieg Gti. ov enncecaceeesccess eeeees see 6,500.00 
eau ae ah aes (This amount is for payment of policy claims 
Interest due $82,424.10; and accrued on Mort- incurred in which final papers had not been 
gages $21,548.92 (Interest over one year received by December 31, 1938.) 
NOG MGM os ak cs Saves ccveundeudedacs 103,973.02 Reseswe. for Taxes... a<caccccacceoscccccces 8,753.32 
Interest due and accrued on Bonds not in Reserve for Interest and Premiums Paid in 
BIGIAUN sc veo vesew dnwwadeaacedadwuduae 38,647.93 UE AS carck na cagaanasecaadnsens ees —- 47,549.33 
- i SUMMING = oo cccesseene 100,091.96 
Deferred and Uncollected Premiums (fully Reserve for Policy Dividends......-..+--.++. , 
: I 
protected by policy reserves).............. 166,538.50 — Fg . sohnmwennid seneneinelibcenne 6,538.82 
FU othiess Nasetted cca se ccs cvescncnsciccesss 15,781.50 $8,640,561.10 
No capitalization of taxes or other expense Extra Protection to Policyholders 
included in value of Real Estate or Mort- Capital tcewedene note seeees 3 . --- $200,000.00 
gages. Special Fund for Contingencies... 200,000.00 
as eee Unassigned Surplus ............ 698,386.96 1,098,386.96 
Total Admitted Assets........sccccccees $9,738,948.06 OMG i coaxeckcccadecaeasscccededuucaed $9,738,948.06 
GROWTH in Insurance in Force GROWTH in Surplus Funds GROWTH in Assets 


» 31, 1921... cece $ 164,578.00 


eccccces 200,000.00 Dec. 31, 1928.........+-. 1,367,559.00 
eedaeens 400,000.00 Dec, 31, 1933........++++ 3,334,672.00 
cccccces 898,387.00 Dec. 31, 1938........++++ 9,738,948.00 


Ratio of $112.72 Assets for each $100.00 Liabilities—a ratio 
equalled by few Life Insurance Companies in America. 





For full information regarding our Agency Contracts write 


W. J. BRYDEN, Secretary, or E. E. SHURTLEFF, Assistant General Manager 


Home Office: Topeka, Kansas 














the program, and L. B. St. John, presi- 
dent, presided. Among guests were B. J. 
Aurora, 

A.. E. 
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@ The property management firms whose names are shown on this page have been selected after 
careful cuaneien: They have the recommendation and endorsement of The National Underwriter. 








ALABAMA CALIFORNIA (Cont.) CONN. (Cont.) INDIANA 
WATERBURY 
ENGEL R. G. HART On & 60. Hutchinson & Hutchinson PROPERTY MANAGEMENT 
REALTY COMPANY 111 Sutter Street Property Management in. i 


Realtors & Insurors 


San Francisco 
PROPERTY MANAGEMENT 


Appraisals and Sales 
Member of 








Insurance - Mortgage Loans 







































































Institute M. ' 
MANAGEMENT SALES re a W. A. Brennan Agency Corporation 
LEASES APPRAISALS SALES American Institute of Real Estate 428 Illinois Bldg Riley 2315 
LOANS Appraisals ° 
BIRMINGHAM, ALABAMA Oskland Office — Latham Square Bldg. 195 No. Main St. INDIANAPOLIS 
ANSAS 
DIST. OF COLUMBIA *& 
Property Management COLDWELL =! 
APPRAISALS CORNWALL and BANKER C. H. HILLEGEIST C0. R. K. STILES & CO. 
SALES INSURANCE Property Management 1621 K St. N. W. NAT'L 8500 
* General Real Estate Washington, D. C. Property Management 
F. L. GIBLIN & Co., Inc. and Appraisals beige - seni ae ian a 
6 St. Joseph Street A STATE WIDE SERVICE Mortgage Loans — Appraisals 
MOBILE, ALA. 523—W. @th St. Financial Bldg. 57 Sutter St. Building and Developing ° 
— soe See cee Serving District of Columbia and 903 N. Seventh St. Kansas City, Kan. 
adjacent Maryland and Virginia - 
COLORADO LOUISIANA 
CALIFORNIA : : GEORGIA M. A. I. Appraisals 
Specializing in Loans, Sales Exchanges, Rentals Morrison & Mor rison Eetablieched 1881 ° eo Be pp 
Hollywood, Wilshire and apse _ Properties Re altors and In urors ris 
—r p Sneha Service REAL ESTATE —. N EAL 
MANAGEMENT Insurance REALTOR 
SALES APPRAISALS PROPERTY MANAGEMENT —_ - 
ember—Institute Manage: rokerage - Management 
ainda SHARP-BOYLSTON COMPANY ile 
DENVER, COLO. Realtors Shreveport, Louisiana 
—— 39-41 Forsyth St., N.W., Atlanta, Ge. 
1019 So. La Brea Avenue, Los Angeles, Cal. 
; MASSACHUSETTS 
Los Angeles Population 1950—2,500,000 Appraisers ILLINOIS 
M. GARLAND and CO. Property Managers A. C. WHITE, IR. 
ges 9th we Sales eo aah SLOSSON REALTOR 
APPRAIS Rn Loan pect ists in 
SALES — . APPRAISALS, MANAGEMENT, Property Management— 
nove . _ A. D. Wilson & Co. LEASING, and SALES of CENTRAL Appraisals—Sales 
an Years Standing 1730 Calif., Denver, Colo. and OUTLYING REAL ESTATE 











PROPERTY MANAG 





GEMENT 
LOS ANGELES, CALIFORNIA 





Established 1908 


ROY C. SEELEY CO. 


Business and Industrial Realtors 
Property Management—Appraisals 
Complete Service 
Pacific Electric Bldg. 


Los Angeles, Calif. 
































CONNECTICUT 


140 SO. DEARBORN ST. 
CHICAGO - RANDOLPH 4022 








BRIDGEPORT 
THE INVESTORS MORTGAGE CO. 


PROPERTY MANAGEMENT 
APPRAISALS 


Member Institute Management 


875 Main Street 








Member Institute of Real Estate 
Management 
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MANAGEMENT & SALES 
1501 EAST 57TH STRE 


ET 
HYDe Park 2525 CHICAGO 











293 Bridge Street Springfield, Mass. 











MICHIGAN 





SALES 
APPRAISALS 
FINANCING 
ke casei 


T. F. nee SaaS =) CO. 


50 Rea. z he be 
Majestic Bldg., Detroit 
F. Earl Johnston J. C. Johnston 








IVAN A. THORSON 


Organization 


Real Estate Appraisers 
and Tax Counsellors 


A Nation-wide Service 
12th Floor Corporation Building 
Los Angeles, California 








HARTFORD 
JOHN A. CAULKINS 


Certified Property Management 


M.A.I. APPRAISALS 
327 Trumbull St. 





WIRTZ, HAYNIE & EHRAT, Inc. 


Real Estate Management 


LOANS — SALES 
3180 Sheridan Road Wellington 3000 
CHICAGO 














PROPERTY MANAGERS 


Real Estate Appraisers 


INSURANCE COMPANY 
CORRESPONDENTS 


H. G. WOODRUFF, INC. 
1812 Union Guardian Building 
Detroit 
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NEBRASKA (Cont.) 


OHIO (Cont.) 





Rendering Every Phase of 


REAL ESTATE SERVICE 
Property Management . Appraisals 
Real Estate Sales Mortgage Loans 


Members of Institute Real Estate 
Management 
GENERAL MANAGEMENT 
COMPANY 


Baker Building, Minneapolis 


In Omaha 
BYRON REED COMPANY, Inc. 
Appraisals Sales 


Property Management 


Largest and Oldest Organization— 
82 Years 


FARNAM BUILDING 








THORPE BROS.., Inc. 


REALTORS 
Member—Institute Management 
Property Management 


Thorpe Bros. Building 
519 Marquette 
MINNEAPOLIS, MINNESOTA 








DUNN & STRINGER 


INCORPORATED 
Empire Bank Building 
St. Paul, Minnesota 
McNeil S. Stringer, Pres. 
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PROPERTY MANAGEMENT 
AND SALES 


Bridges Bldg.—Jackson, Miss. 





MISSOURI 





E. F. PIERSON & CO. 
Realtors 


MANAGEMENT 
APPRAISALS 


Kansas City, Mo. 
BE. F. PIERSON, M. A. I. 


SALES 


Commerce Bldg. 


NEW JERSEY 





SEELY CADE, Inc. 


26 Journal Square, Jersey City 


REAL ESTATE 
Management Appraisals 


Member—Institute of Management 








NEWARK, N. J. 
PROPERTY MANAGEMENT 
Appraisals — Sales 
HARRY J. STEVENS 
478 Central Ave., Newark, N. J. 


Member 


American Institute of Real Estate Managers 
American Institute of Real Estate Appratsers 








NEW YORK 





Property Management 
Leasing Sales Appraisals 





y REAL ESTATE 


225 Fifth Ave., New York, N. Y. 
AShland 4-4200 








In 
ROCHESTER, NEW YORK 


for 
PROPERTY MANAGEMENT 


see 


WILLIAM H. GORSLINE 
119 Main Street East 
A COMPLETE SERVICE 
properly staffed 
Member—lInstitute Management 








M. H. RODEMYER & CO. 
109 N. 8th St., St. Louis, Mo. 





RONEY 


REALTY COMPANY 








GORMAN & PETERS, Inc. 
30 So. Ludlow St. 
Dayton, O. 

Property Management and Sales 


E. J. Barney Gorman Roy H. Peters 


TENNESSEE 





Our Experience of More Than 25 Years Wik 
Help Solve Your Problems 


We Invite Your Consultation 


F. L. Gates Company 
REALTORS—INSURORS— 
MORTGAGE LOANS 


729 Walnut St. Phones: 7-1534—7-2978 
CHATTANOOGA, TENN. 











IN TOLEDO 
It’s 


The Etchen-Lutz Company 
Specialized Departments in 
PROPERTY MANAGEMENT and 
Mortgage Loan Correspondents 


The Etchen-Lutz Company 
725 Adams St. Ad. 4221 











OKLAHOMA 


Member Institute of Real Estate 
Management 


Percy Galbreath & Son 


REALTORS 
Property Management — Appraisals 
Columbian Mutual Tower 
Memphis, Tennessee 











PROPERTY MANAGEMENT 
MORTGAGE LOANS 
REAL ESTATE 
APPRAISALS 


baat emmenee 
SALES* COMPANY 


Perrine Building, Oklahoma City 





W. W. DILLON & CO. 


REALTORS 


PROPERTY MANAGEMENT 
SALES LEASES 


Bennie-Dillon Building 


NASHVILLE, TENN. 














DARNELL-ZUENDT CO. 


Realtors and Insurors 


REAL ESTATE 
MANAGEMENT 
SALES — LOANS 
APPRAISALS 


Member of Institute , of 
Property Management 


Beacon Bldg., Tulsa, Okla. 





TEXAS 











PENNSYLVANIA 


“48 Years in Dallas” 


J.W.LINDSLEY & CO. 
REALTORS 


We specialize in Property Man 
agement for Life Insurance and 
Trust Companies. References. 


1209 Main St. DALLAS 











PROPERTY MANAGEMENT 
MORTGAGE LOANS 
REAL ESTATE 


SWENSON 


Marine Bank Building—Erie, Pa. 


McDONALD & COMPANY 


601 Dan Waggoner Bldg. 
Fort Worth, Texas 
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Property Management — Sales — Loans— 
Appraisals—Competent Real Estate 
Service 














PHILADELPHIA — SOUTH JERSEY 
PROPERTY MANAGEMENT 
MORTGAGES 
APPRAISALS 


Markeim-Chalmers-Ludington, Inc. 





| Sam Realty Co. 
Oldest and Best 
50 Years Experience 
Specializing in 
Sale and Management 
City Property 


Houston, Texas 





Jake Sam 
220 Binz Bldg. 
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Sales 
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Modern 
Management—Appraisals 
Sales 


312 Fourth Ave. 





H. R. HOHENBERGER CO. 


Real Estate Counsellors 
Realtors Since 1908 
PROPERTY MANAGEMENT 
APPRAISALS 


811-13-15 National Bank of Commerce 
Building 
San Antonio, Texas 











Pittsburgh, Pa. 
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MecKeough, Ohio National, Chicago, 
president Chicago association; T. 
Lauer, Joliet; State Senator L. E. Beck- 
man and Harry O. Topping, chairman of 
the house insurance committee. 

Asbury Park, N. J.—Underwriters met 
here to form a Monmouth and Ocean 
county association. The tentative name 
is Ocean & Monmouth Counties associa- 
tion. A meeting will be held here March 
organization. 


past 
A; 


28 to form a permanent 

Temporary officers are: President, F. L. 
Garrabrant, Asbury Park, New York 
Life; vice-president, W. C. Rogers, In- 


terlochen, Sun Life’ of Canada; secretary- 
treasurer, John Milner, Prudential, New- 
ark. The board, also temporary, is com- 
posed of C. F. Shaw, Jr., Asbury Park, 
Equitable Society; H. C. Mauch, Jr., AS- 
bury Park, Phoenix Mutual, chairman 
publicity committee; W. D. Bottgemback, 
Metropolitan, Asbury Park, and H. 
Seamen, Penn Mutual, West Keansburg. 
Homer Kriedler, Metropolitan, is tem- 
porary membership chairman. H. C 
Lawrence, president New Jersey associa- 
tion; J. B. MacWhinney, president North- 
ern New Jersey association, and W. H. 
Dent, president Trenton association, co- 
operated. 

Richmond—Life insurance ought to be 
sold on the need of the policyholder 
rather than on any competitive basis of 
net cost, F. J. Joyce, Phoenix, Ariz., man- 
ager Mutual Life of New York, said. Mr. 
Joyce, an old-time big league baseball 
player, qualified for his company’s $250,- 
000 Club every year from 1915 to 1930. 
Since becoming manager at Phoenix, he 
has been especially successful in train- 
ing men to be large and consistent pro- 
ducers. 

Columbus—H. T. Wright of Chicago, 
associate manager Equitable Society, 
speaks Friday on “Going Places in the 
Life Insurance Business.” New trustees 
will be elected. 

Springfield, Mass.—A. R. Jaqua, asso- 
ciate editor Diamond Life Bulletins, and 
Dr. B. E. Wyatt, educational counsellor 
American College of Life Underwriters, 
spoke. Dr. Wyatt also conducted a round 
table discussion for the Springfield C. L. 
U. chapter. 

San Diego, Cal.—Ear] Moore, Los An- 
geles general agent Minnesota Mutual 
Life, spoke on “Organized Selling.” 

Cleveland—I. S. Kibrick, million dollar 
producer of the New York Life at Brock- 
ton, Mass., told how to take advantage 
of existing opportunities in his talk, 
“Finding Them Where They Are Not,” 
which he gave at the National association 
meeting in Houston. 

Peoria, U1—G. K. Driggs, Chicago 
agency director New York Life, spoke on 
“1939 Enthusiasm.” Harold Schenke, 
New York Life, introduced Mr. Driggs. 
The third Thursday night sales school 
was held. Speakers and subjects were: 
“Ethics—from the Underwriter’s View- 
point,” J. W. Ross, Mutual Benefit; “Life 
Insurance Property and Life Situation,” 
J. H. Wilson, Massachusetts Mutual, and 
“Prospecting,” F. A. Schnell, general 
agent Penn Mutual. C. R. Golly, agency 
manager Equitable Society was chair- 
man. 

St. Louis—Miss Sara Frances Jones, 
“millionaire” woman agent Equitable 
Society, Chicago, was guest speaker at 
a meeting of the women’s division. Miss 
Margaret S. Coons, division chairman, 
presided. 

Miss Jones was first chairman of the 
women underwriters committee of the 
National association. The young men’s 
division held a round table on “Motivat- 
ing.’ Adam Rosenthal, Connecticut Mu- 
tual Life, led the discussion. Details of 
a “Life Underroast” to be staged in April 
are being worked out. 


Chicago—The first essential for success 


PROPERTY 
MANAGEMENT 
DIRECTORY 


TEXAS (Cont.) 
E. L. HUMPHREYS 


Established 1897 


PROPERTY MANAGEMENT 
APPRAISALS 


213 Provident Bldg.—Phone 988 
Waco, Texas 























in life insurance selling is knowledge 
of the business, C. J. Zimmerman, gen- 
eral agent Connecticut Mutual Life, Chi- 
cago, vice-president National associa- 
tion, told the general agents and mana- 


gers division in a talk on “Building 
Agency Morale.” “Success as a general 
agent or manager cannot be attained 


unless one has a knowledge of the busi- 
ness so he may dispose of any problem 
that might present itself,’ he said. Other 
essentials are commanding of confidence 
from everyone in the agency, assumption 
of leadership, coordination of depart- 
ments so there will be a minimum of 
confusion, understanding human _ rela- 
tions and the ability to train agents and 
develop skill in selling. 

Macon, Ga.—Henry C. Johnson, state 
agency manager Equitable Society, com- 
pared old with modern methods of sell- 
ing insurance. 

Ft. Wayne, Ind.—H. J. Johnson, Pitts- 
burgh, president National Association of 
Life Underwriters, spoke at a luncheon 
of general agents and managers, met 
with directors of the local association in 
the afternoon, and spoke at a dinner 
meeting of salesmen and their wives on 
“Changing Trends.” 

Fox River Valley—At the March meet- 
ing in Oshkosh, Wis., E. A. Gaumnitz, as- 
sistant professor of insurance at the Uni- 
versity of Wisconsin, spoke. i. Wy. 
Bruegger, chairman of the committee on 
education, presented 25 agents with di- 
plomas marking the completion of an 
insurance course. The life insurance 
playlet, “Courthouse Dollars,” written by 
Laflin Jones of the Northwestern Mutual, 
was presented by home office employees 
of the Wisconsin National Life. 

Milwaukee—J. Hawley Wilson, Massa- 
chusetts Mutual, Peoria, Ill., member of 
the Million Dollar Round Table and a 
trustee of the National association, spoke 
on “Keeping in Gear.” 

San Franciseco—Paul Speicher, insur- 
ance Research & Review, C. C. Robinson, 
editor “Insurance Salesman,’ James A. 
Etteson, State Mutual Life, will feature 
the program of the Northern California 
Sales Congress in San Francisco April 
16, following appearance of Speicher and 
Robinson in Los Angeles April 5. 

Nebraska—A three days’ sales con- 
gress will open March 28 at Fremont, 
move to Hastings March 29 and to North 
Platte March 30. Local associations at 








each city will be hosts to _ sectional 
groups from their areas. Faculty of the 
school will consist of B. N. Woodson, 


Life Insurance Sales Research Bureau; 
V. L. Thompson, agency manager Mid- 
west Life of Lincoln, and F. H. Eldredge, 
Hastings, district manager Union Cen- 
tral Life. 


Holds Copyright Not Infringed 


Old Surety Life, a stipulated premium 
company of Oklahoma, won a decree in 
the United States circuit court of ap- 
peals for the tenth circuit, dismissing a 
bill brought by Charles William Dor- 
sey who charged that Old Surety Life 
had infringed his copyrighted forms of 
policies. Dorsey alleged that he is the 
originator and author of three types of 
policies that are denominated “family 
group life insurance policy,” “family 
group policy,’ and “Reserve Loan Life 
Insurance Company policy family 
group.” He set up that copyrights 
covering such policies were granted to 
him and that Old Surety Life issued 
certain policies denominated “family 
group policy” which infringed vital por- 
tions of Dorsey’s copyrighted publica- 
tion. 


J. W. Davis Suceeds Freeman 


R. L. Freeman, assistant manager of 
the home office general agency of Oc- 
cidental Life, has resigned. John W. 
Davis of the home office agency force 
has been appointed the successor and 
will assume his duties as of April 1. 

R. B. Ogden, Jr., has been appointed 
field supervisor for the agency, sta- 
tioned at Pomona, Cal. 


COAST 


Equitable’s Los Angeles Clinic 


Los Angeles managers, assistant man- 
agers and leading agents of the Equit- 
able Society attended a three weeks 
clinic conducted by Second Vice-presi- 











|dent V. L. Bushnell and a staff of home | 





office experts. The Los Angeles clinic 
is the first the home office staff has con- 
ducted west of Chicago. 





Complete Plans for New Group 


Plans are practically complete now 
for the organization of a state associa- 











tion for quarter million dollar producer 
A session was held in San Francisc 
in which delegates of 12 local life un. 
derwriter associations in California par. 
ticipated. It is expected that when th: 
California State Association of Life Un. 
derwriters meets in Los Angeles jy 
June final organization will be effected, 




















VIEWED FROM NEW YORK 


By R. B. MITCHELL 





“AD” MEN PICK MAY 17 


The executive committee of the In- 
surence Advertising Conference met in 
New York to make plans for the spring 
meeting, which has been set tentatively 
for May 17 at the Hotel Pennsylvania. 
R. C. Dreher, Boston and Old Colony, 
is president. 


—e 


TO GIVE BROKERAGE COURSE 


Garrison Agency of Prudential will 
conduct another training course for gen- 
eral insurance brokers. It covers all 
forms of life and annuity contracts, de- 
tailed explanations of all policy provi- 
sions, arrangements of programs, busi- 
ness insurance, group and wholesale 











plans and underwriting principles. |; 
will last four weeks. Sessions will he 
held on Tuesdays and Thursdays from 
5:15 to 6:45 p. m. The first session will 
be on March 21. Classes will be con. 
ducted by Leo Blatz, Aaron Press 
C.L.U., and Charles J. Weppler, assis. 
tant managers. 





T. M. Riehle, general agent of the 
Equitable Society in New York city, has 
been appointed a sponsor for the ad- 
vance sale of New York World’s Fair 
reduced rate tickets which are restricted 
to people living in the metropolitan area, 


William 0. Cord, manager at Dayton, 
O., for Penn Mutual, life member of the 
Million Dollar Round Table, left for Hol- 
lywood, Fla., to remain until early May, 








Organization . . 


Home Office, Dallas, Texas 


THIRTY-FIRST ANNUAL STATEMENT 
of the 


SOUTHLAND LIFE INSURANCE COMPANY 


December 31, 1938 


Admitted Assets 

Real Estate, Including Home Office Building. ..$ 5,764,989.47 
First Mortgage Loans............000c0c008 
Cash in Office and in Banks. ............... 
Bonds of the United States Government and 
Bonds Guaranteed by the United States. . 
Texas Municipal Bonds................... 
Public Utility and Corporation Bonds........ 
I oo hn rere Pars ara ie ew era ewe en 
NN 6. ia 5 a 64 a ew ieaaw Wie ee Be 
Policy Loans Secured by Legal Reserve....... 
Deferred Premiums and Premium Notes Secured 
by Legal Reserve.................... 
Premiums and Interest in Course of Collection 
Accrued Interest and Rents................ 
ree Seige ea eek ose 


TOTAL 6. cie cece ees ce cs, Ae 


Liabilities and Surplus 

Legal Reserve on Policies.................$27,034,913.00 
Reserve for Installment Death and Disability 
NE i Aneta a hs wr geial Be ik ietghilace 
Death and Disability Claims Reported but no 
ar 
Premiums and Interest Paid in Advance....... 
— Amount Due for Taxes, Payable in 
= ne Held at Interest or Payable in 
Accrued Expenses and Commissions......... 
Reserve for Other Liabilities............... 


Additional Voluntary Reserve Funds......... 
Funds for the Protection of Policyholders in Addition to Legal Requirements 


Capital Stock and Unassigned Funds......... 
TOTAL ........2...02000++2+ ,.$29,430,897.08 


Insurance in Force . . . . $184,337,855.00 


Total Paid Policyholders and Beneficiaries Since 
. - $32,463,944.00 


“Nothing Succeeds Like Success” 


6,236,959.31 
1,338,796.23 


1,098,352.37 
2,940,971.12 
882,411.19 
20,000.07 
134,118.08 
9,149,568.25 


1,057,774.44 
555,699.77 
207,285.92 
43,970.86 








644,848.00 


129,396.15 
307,870.68 


eniinieny: taniainn 95,326.43 
49,277.17 
23,754.92 
63,722.87 _ 

200,000.00 — 


881,787.08 





A. Morgan Duke, President 








For information concerning agency contracts address 
B. A. Donnally, Executive Vice President 
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LEGAL RESERVE FRATERNALS 
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Supervision of All 
Investments Vital 


Supervision of the investment port- 
folio is one of the most necessary func- 
tions of life insurance management to- 
day, James A. Blaha, investment depart- 
ment manager Woodmen Circle, Omaha, 
declared in a fine paper before the Fra- 
ternal Actuarial Association at the mid- 
winter meeting of the National Fraternal 
Congress in Chicago. 

Every portfolio in some of its parts at 
some time or another will show a weak- 
ness. Therefore, investment supervision 
is a full time job and something more 
than a convenient method of collecting 
investment facts, he said. The job must 
be well done, for supervision does some- 
thing for the portfolio that the fraternal 
society cannot do unaided. 


Outlines Purposes of Division 


“To anticipate future dangers, and to 
set up proper safeguards are the primary 
objectives of investment supervision,” he 
said. “The investment department must 
examine each security owned and study 
its fitness for the purpose intended, and 
consider the whole portfolio and search 
out structural weaknesses, if the society 
is to remedy past errors and formulate 
a new course of action. The structural 
weakness may indicate over-commitment 
in certain types of securities or in certain 
areas that have lost their economic im- 
portance. In other words, social and 
economic trends must be observed if fa- 
vorable provision is to be made for par- 
ticipating in them. 


Prompt Action Needed 


“Immediate problems should not be 
deferred. Interruption of income may 
require prompt action, therefore defaults 
should be investigated to determine their 
temporary or permanent possibilities. 

“To aid a planned investment pro- 
gram, the security maturities and 
amounts maturing by years should be 
tabulated and kept up to date. It might 
prove embarrassing to have a large 
amount maturing when investment con- 
ditions are unattractive.” 


Need Exhaustive Research 


Mr. Blaha said the investment depart- 
ment in addition to its own research 
work should subscribe to various finan- 
cial journals, investment manuals, study 
Teports of commercial credit agencies, 
collect up to date financial information 
on all securities owned and maintain in- 
formation current by periodical request 
for new data. Trends should be noted 
when comparing latest financial state- 
ments with previous statements, and, if 
unfavorable, set aside for special con- 
sideration. 

The paper was a thorough exposition 
of municipal bonds and FHA insured 
mortgages as investments for the society. 


Ben Hur Life Force Takes 
Part in 45th Year Drive 


The Ben Hur Life this month is cele- 
brating its 45th anniversary in a mem- 
bership campaign. This is also an ob- 
servance of President John C. Synder’s 
45th anniversary with the society. 

Ben Hur courts throughout the coun- 
try have arranged special programs, in- 
cluding, dances, dinners and various 
kinds of entertainment to wind up the 
Production effort April 1. 

{r, Snyder was associated with the 
én Hur founders before the society 
Was incorporated, living at that time in 
ansas City. After attending the or- 
8anization meeting in Crawfordsville, 
nd, he returned to his home and or- 
anized the first Ben Hur court in 

ebruary, 1894, 

* avid W, Gerard is credited with 

Ving been the chief founder, with him 
aving been associated Frank L. Sny- 








der, Dr. J. F. Davidson and S. E. Voris, 
Dr. Davidson and Mr. Voris being na- 
tional officers until their death. 

The Ben Hur operates in 29 states 
and the District of Columbia. It has a 
comprehensive line of benefit certificates 
on the ordinary life, 20-pay life, endow- 
ment at ages 60, 65 and 70 and 10 year 
convertible term plans, modern con- 
tracts which are participating in two 
years, with non-forfeiture values, and 
also writes a full line of juvenile certi- 
ficates. 





Massachusetts Lodges Elect 


BOSTON—Three hundred delegates 
representing 93 state lodges of New 
England Order of Protection, held their 
annual convention here. Officers elected 
were: Warden, Clyde Crozier, Lexing- 
ton; vice-warden, Harold Hambree, 
Chelsea; past warden, Harry Woods, 
Stoneham; secretary, Miss Judith 
Hinckley, Boston; treasurer, J. J. Vor- 
tisch, Dorchester; chaplain, Mrs. Shir- 
ley Perry, Lowell; guardian, Mrs. Flora 
Ohrenberger, Dorchester; sentinel, Mrs. 
Mary Fearon, Springfield; trustees, Roy 
Pulsom, Revere; George Bradford, 
Springfield; Miss May Hennesey, Wal- 
tham. 





Hold Hearing on Missouri Code 


The Missouri senate committee held a 
hearing on the Barbour bill to rewrite 
and modernize the fraternal insurance 
code, representatives of fraternals and 
the Missouri department urging its pas- 
sage. L. E. Hart, St. Louis, supreme 
advocate Knights of Columbus, said 
more stringent regulation of fraternals 
and better safeguards for policyholders 
would be secured. J. H. Parker, St. 
Louis, Maccabees, outlined the history 
of fraternal insurance and said the de- 
pression demonstrated its soundness. 
Department representatives told of co- 
operating with the Missouri Fraternal 
Congress in preparation of the bill and 
said the bill would strengthen the fra- 
ternal insurance law. 





Maintains Dividend Scale 

Protected Home Circle has decided to 
maintain during 1939 its present divi- 
dend scale. In the adult department the 
dividend is 6 percent of the annual pre- 
mium, figured on a monthly basis, and 
in the children’s department it is 16% 
percent. This amounts to two monthly 
payments in the junior department. 


Annuity Bill Unopposed 

The New England Fraternal Con- 
gress appeared before the Massachusetts 
legislature’s insurance committee to 
support a bill which would amend the 
law relative to the payment of death 
benefits by fraternal benefit societies, to 
permit of the writing of annuities by fra- 
ternals. There was no opposition. 


Forbis and Forgan Make Change 


Walter S. Forbis, formerly of Spring- 
field, Mo., succeeded R. L. Forgan as 
Oklahoma manager of the Woodmen of 
the World. Mr. Forgan became mana- 
ger of the Oklahoma City agency. 











Orders Bay State License Renewed 


Overriding the action of Commis- 
sioner Harrington, Judge Ronan of Bos- 
ton has directed that the license of In- 
ternational Workers Order, a New York 
fraternal, be renewed. Mr. Harrington 
refused to renew the license last July 
because of a report of a special legisla- 
tive committee that held that activities 
of International Workers Order were of 
a communistic nature. Mr. Harrington 
said the fraternal had contributed corpo- 
rate funds to the Spanish government 
and published a magazine “The New 
Order,” thereby acting in excess of its 
charter powers. Judge Ronan found 
that the money that was contributed to 
the Spanish government consisted of 





voluntary contributions from members. 
He said there was no evidence that In- 
ternational Workers Order had commit- 
ted any ultra vires act. 

bill presented by Commissioner 
Harrington which would make manda- 
tory a hearing before refusal to renew 
the license of a fraternal organization 
once admitted to the state, was heard by 
the Massachusetts legislative insurance 
committee. Refusal to renew the license 
of the International Workers Order re- 
cently, without previous hearing, occa- 
sioned the bill. There was no opposi- 
tion. 





Ball Heads Homesteaders 


A. A. Ball, St. Louis, Mo., has been 
elected president of the Homesteaders 
Life, Des Moines. He succeeds H. J. 
Green of Des Moines, who retired as 
president after holding the office for 28 
years. Mr. Green continues as a mem- 
ber of the board. 

_Mr. Ball has been with the associa- 
tion 25 years, having been Missouri state 
ew 20 years, and a director since 


M. R. Smith Resigns 


Maurice R. Smith has resigned as su- 
perintendent of agents of the Modern 
Woodmen of America. No successor 
has been named as yet. Until further 
notice all communications pertaining to 
the field work of the society should be 
addressed to Oscar E. Aleshire, national 
president, Rock Island, III. 








Oklahoma Board Completed 


The appointment of B. E. Harkey to 
succeed R. M. Siegfried as secretary 
completes the personnel of the new 
Oklahoma insurance board and as soon 
as it is confirmed by the senate, the 
board will have its first meeting since 
Feb. 21, when Governor Phillips ousted 
Siegfried and W. C. Theimer, state fire 
marshal, third member. The board now 
comprises Commissioner Read, Harkey 
and Carl Garner, recently appointed fire 
marshal. 

Mr. Read indicated that the appoint- 
ments were highly pleasing to him and 
— — a harmonious admini- 
stration. arkey 1s a young attorne 
of Oklahoma City, who for y Bn pe 
has been reference librarian in the state 
law library. 


WooDMEN os WoRLD 


Five Modern Legal 
Reserve Contracts 


@ Ordinary Life 

@Twenty Payment Life 
@Endowment at Seventy 
@Twenty Year Endowment 
@Family Income 


These contracts are participat- 
ing, and provide all standard 
non-forfeiture options. 





Operating for almost fifty years 
in California, Oregon, Wash- 
ington, Colorado, Idaho, Mon- 
tana, Nevada, Utah, and Wyo- 
ming. 


Write for particulars to 


PETER F. GILROY, President 


1447 TREMONT PLACE 








DENVER, COLORADO 














THE WOMEN’S BENEFIT ASSOCIATION 
Founded 1892 
A Legal Reserve Fraternal Benefit Society 


Bina West Miller Frances D. Partridge 
Supreme President Supreme Secretary 
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THE PRAETORIANS 


National Headquarters—Praetorian Building 
DALLAS, TEXAS 


ORGANIZED—1898—OVER FORTY YEARS OF 
INSURANCE SERVICE 
FRATERNAL LEGAL RESERVE 
LIFE INSURANCE on standard forms, ages 
0 to 60. Amounts $200 to $20,000. 
Operates strictly on the LEGAL RESERVE 
PLAN. Realizing that it is the LEGAL 
RESERVE that puts the safety under poli- 
cies regardless of whether the system is Stock, 
Mutual or Fraternal. 


If it is LEGAL RESERVE, the strength is 


Pays Seventeen Different Ways 














PROTECTED HOME CIRCLE 


FOUNDED IN 1886 


A Legal Reserve Fraternal Insurance Society 





S.H. HADLEY Supreme President 





L. D. LININGER, Supreme Secretary 


SHARON, PA. 
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Time, pioneer and top-ranking 
news magazine, will tell the Bank- 
erslife national advertising story 
to its 700,000 plus readers, begin- 
ning with the March 20th issue... 
Continued, as in the past, on the 
Bankerslife advertising schedule 
will be Saturday Evening Post 
and Collier's. . . 


—BLC— 


Pithy proclamation of the 
month — by Bankerslife 
Agency Manager F. W. Dar- 
ling, Cedar Rapids, Iowa: 
“Opportunity is hammering 
at your door; don't ask her to 
kick in the panels.”’ 


—BLC— 


Than Mrs. Ethel M. Furlong, 
Ilion, New York, and son Fred- 
eric Remington Furlong, Coey- 
mans, New York, no two people 
are more excitedly pleased about 
Bankerslife’s 60th Anniversary 
Calander, with its reprints of six 
famous Frederic Remington 
‘Westerns.’ ... Mrs. Furlong be- 
came an ardent Remington en- 
thusiast in the winter of 1905, 
when Collier's Weekly reproduced 
some of his paintings . . . When 
a son was born to Mrs. Furlong, 
she named him after Remington, 
later sent him to college in Can- 
ton, birthplace of the artist .. . 
In Canton, the son married a 
second cousin of Remington! .. . 
Now principal of Coeymans high 
school, Mr. Furlong is the father 
of a son, Frederic Remington 
Furlong II! ... 


—BLC— 


Post-season football 
“Bowl” promotors may pick 
up an idea from Wisconsin 
where two Bankerslife Agen- 
cies—Appleton and Chippe- 
wa Falls—are engaged in a 
“Snow Bowl” contest for 
production supremacy .. . 
Appropriately named is the 
contest; heavy winter snows 
in the Badger state mean 
much moisture for the grow- 
ing season, good crops and 
good times for butcher, baker 
and candlestick maker . . 
and increased opportunities 
for alert life insurance sales- 
men.... 


BANKERS LIFE 


DES MOINES 
Established 1879 


COMPANY 





Cochrane Resigns 
in Surprise Move 





(CONTINUED FROM PAGE 1) 


compensation insurance from the super- 
vision of the insurance department, plac- 
ing it under the industrial commission, 
and would petition the governor to in- 
voke his executive powers to oust Coch- 
rane in the event that the civil service 
commission did not suspend the com- 
missioner. 

The civil service commission heard a 
variety of charges against the commis- 
sioner in last week’s three day session. 
The American Life of Denver scandal 
of several years ago was brought up, 
with charges that Cochrane failed to ex- 
ercise fully his powers as commissioner 
to prevent fraud by its convicted officers 
and subsequent collapse of the company. 
The defense contended that Cochrane 
did everything in his power to protect 
investors and policyholders. They de- 
clared that since the company was not 
insolvent, the commissioner had no legal 
power to take it over and that within a 
week after the first indication that cer- 
tain officers were converting company 
funds to their own purposes he did 
step in. 


Row with Wm. H. Kelly 


Another charge against the commis- 
sioner was that he had failed to assign 
duties to his chief clerk, William H. 
Kelly, since the latter’s appointment. It 
was alleged that although Kelly was ap- 
pointed in 1926 and had drawn an ag- 
gregate salary in excess of $29,000 since 
that time, he had never been assigned 
to duties. Since the Kelly matter was 
taken up before the commission on sev- 
eral previous occasions, the defense con- 
tended that it should not be brought 
into the present hearing. Being over- 
ruled, the defense further contended that 
a chief clerk’s duties were to apportion 
work and therefore that the commis- 
sioner had no obligation to assign Kelly 
further duties. 

Still further charges were that Coch- 
rane had not fulfilled his duties in the 
matter of licensing of certain agents. It 
was contended by the defense that no 
evidence was presented to show that the 
commissioner had knowledge of any im- 
proper performance by agents. 


Issue Over Tottering Mutual 


In connection with a charge that he 
had delayed unnecessarily in failing to 
take over a mutual writing compensation 
which is now in financial difficulties, 
Cochrane declared that it was his aim 
wherever possible to save companies ra- 
ther than to close them out. Testimony 
brought out that an assessment is now 
being made in this case and that the 
company can probably be pulled out of 
its difficulties. 

Under general charges of incompe- 
tence and inefficiency, Mazzula’s attor- 
neys went at length into the operation of 
mutual accident and health companies, 
alleging that Cochrane had failed to stop 
the writing of so-called “bulls-eye” poli- 
cies. The defense declared that there 
was nothing in the state law to prohibit 
that type of policies and that Cochrane 
had no authority to act. 

Testifying in his own defense, Coch- 
rane declared that among other things 
he had- reduced the insurance depart- 
ment budget from $43,000 a year when 
he went in to $25,000 and that he had 
gained the state an annual $100,000 in 
taxes by carrying a successful suit to 
the supreme court to force insurance 
companies to pay taxes on dividends 
earned in the state. 

Attorney-general Rogers and Assist- 
ant Attorney-general Donaldson testified 
for the defense, stating that Cochrane 
frequently consulted them on matters of 
policy and had always carried out the 
attorney-general’s interpretation of the 
laws. 





D. H. Pitts, 65, district manager Mutual 
Life at Statesville, N. C., committed 
suicide there. 


LEGISLATION 


Illinois—The insurance division of the 
Illinois chamber of commerce had a 
luncheon meeting in Chicago Thursday 
to review legislation that has been in- 
troduced in Springfield and to determine 
what recommendations to make to the 
directors of the Illinois chamber in in- 
viting the general support of the cham- 
ber’s legislative unit in matters pertain- 
ing to insurance. 

House insurance committee  re- 
ported out with a “do pass” recom- 
mendation the bill permitting domestic 
insurers to loan up to 66% percent of 
the value of a property. Under the 
present law there is a 50 percent limit. 

Texas—Passed by the senate and 
recommended by the house insurance 
committee is the bill to tighten regula- 
tions on life, health and accident assess- 
ment concerns and burial societies. Pay- 
ment in full of maximum benefits will 
be required; sale of memberships from 
one association to another prohibited; 
forms and rates supervised by the insur- 
ance commission. 

Michigan—The senate passed a bill 
which would add to the list of items ex- 
empt from personal property taxation 
life insurance annuity payments and 
cash surrender value of life policies. 

Tennessee—The general revenue bill 
that has now become law extends the 
premium tax of 2% percent to apply to 
gross writings of life companies, includ- 
ing policyholders dividends, and applies 
a tax of 1% percent on annuity con- 
siderations. 


_ Colorado—The bill to amend the state 
job insurance law exempting commis- 
sion agents or their employers from con- 
tributing to this fund has been favor- 
ably reported out of committee, passed 
first reading in the house and is ex- 
pected to pass third reading without op- 
position. 


To Hold Baltimore Rally in June 
The supreme circle meeting of the 
Protected Home Circle will be held in 
Baltimore June 19-21. Field represen- 
tatives are competing to qualify for the 
trip. Headquarters will be the Lord 
Baltimore hotel. A reception for su- 
preme officers will be held the first eve- 











R. J. Wiese Welcomed 
by New Associates 


R. J. Wiese, new manager of the One 
North La Salle agency of Northwesterp 
National Life, Chicago, was welcomed at 
a luncheon-reception given in his honor 
by approximately 50 of his new associ- 
ates. It was attended not only by mem. 
bers of his new agency but also by 
Northwestern National managers about 
Chicago and its suburbs and by home of. 
fice representatives. 

Mr. Wiese goes to Northwestern 
National from State Mutual Life, with 
which he was associated for more than 
18 years. 

Presiding as toastmaster at the lunch- 
eon was Carl Peterson, vice-president, 
In addition to welcoming Mr. Wiese, 
he pointed out that today life in- 
surance is gaining more and more at- 
tention as a form of investment for those 
people who want assurance that their 
money will be safe when they need it 
most. Real estate, he said, is now a 
drug on the market. Mortgages, in 
many instances, are bringing only head- 
aches to the people who hold them. 

Among those present from _ other 
Northwestern National agencies to wel- 
come Mr. Wiese were H. B. Keck, Chi- 
cago; J. E. Polka, West Suburban; 0, 
R. Aspegren, Evanston; F. A. Cramsie 
and W. J. Laadt, Cramsie, Laadt & 
Co., Chicago. 

Present from the home office were Dr, 
J. W. Anderson, assistant medical direc- 
tor, and Harry Hoffman and V. M. 
Burke, supervisors. 

Ray Smith, vice-president Alfred M. 
Best, was also present. 


Thebaud Given Buffalo Post 


L. G. Thebaud has been appointed 
general agent of the Massachusetts Mu- 
tual Life Insurance Co. in Buffalo to 
succeed to the position held jointly by 
himself and his father, the late Joseph 
B. Thebaud. . 














ning, with team drills and a grand ball. 
Business sessions will be conducted the 
second day, with a junior meeting, class 
initiation and presentation of state 
deputies and team drills. An inner cir- 
cle banquet and ceremonial will be held 
the third day, followed by dancing. S. 
H. Hadley is supreme president. 





money ? 


servation. 


Theo. P. Beasley 
Pres. & Gen. Mer. 




















WHICH IS EASIER? 


—To buy a year’s supply of food, rent and clothing, all at one 
time—OR—To pay the bills monthly, just like you receive your 


So with Life Insurance. Investigate our Salary Savings and 
Bank Collection plans for accelerated sales and better con- 


H. O. Hutson, Agency Vice-President 





O. R. McAtee, Director of Agencies 


REPUBLIC NATIONAL LIFE INSURANCE COMPANY 


“Registered Policy Protection” 


Home Office 
Dallas, Texas 


Thomas M. Mott 
Sec’y & Actuary 


—_ | 











ORDER REPRINTS OF RANKING BY 
INSURANCE IN FORCE 


National Underwriter 
175 West Jackson Blvd. 
Chicago, Ill. 


rer copies of the reprint Ranking by Insurance in Force of Life 
Enclosed is check for $......... 





Pp on Jan. 1, 1939. 
the first 100, additional 100’s $1.25.) 
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Sales Ideas and Suggestions 














Detroit Sales Congress 
Produces Valuable Ideas 


DETROIT—D. J. Kerr, district agent 
New England Mutual Life in Jackson, 
Mich., in a talk before the Detroit sales 
congress Wednesday, stated that an 
agent doesn’t deserve to take a commis- 
sion unless he has developed a reason 
for a person to buy and left him prop- 
erly sold and knowing more about the 
human side of life insurance than he did 
before. A buyer of life insurance, he 
said, must be a booster of his agent as 
he grows older. Therefore it is neces- 
sary to keep him sold. If he feels that 
he is oversold, he will not have a friendly 
sentiment. He said that he does not let 
his relatives use him as an excuse for 
not buying life insurance, but he goes to 
them and gives them a chance to buy. 
He uses direct mail advertising success- 
fully and follows it up with a call. 

Mr. Kerr said that h2 sticks rather 
closely to the type of person that he can 
talk to easily, but he has been sur- 
prised when he closed some cases, they 
being men whom he hesitated to ap- 
proach. He uses three basic plans in his 
approach, namely, cleanup funds, read- 
justment funds and continuation of sal- 
ary for as many years as possible. When 
the first needs are covered then the pur- 
chaser needs to look forward to his own 
retirement. 


Makes Personal Delivery 


When he delivers the policy he al- 
ways calls on the man personally, telling 
the main features, suggesting settlement 
options, reviewing the policy, telling 
what insurance will do for him. 

Mr. Kerr says that he does much read- 
ing. He studies his business and activi- 
ties outside. When he stops reading, he 
said, it is more difficult to make a sales 
talk. He starts to slip. 

Mr. Kerr is careful in keeping his rec- 
ords and when his sales decline in num- 
ber of lives written, it shows his calls 
have decreased. Records, he said. are 
necessary, showing calls, interviews, 
sales, earnings, daily, monthly and an- 
nually. 

“Our agents must be looked upon not 
as so many production units from which 
we get business, but rather as human 
personalities through which we can help 
express ourselves, and our leadership 
toward a greater distribution of life in- 
surance,” according to Holgar J. John- 
son, president of the National Associa- 
tion of life underwriters, in addressing a 
dinner meeting of the Detroit Life 
Managers & General Agents Association 
as a part of the Detroit sales congress. 

The real prestige attitude, according 
to the speaker, starts with the honest 
reaction of general agents and managers 
as to what they attribute to their agents. 
“Let's recognize the part they play in 
our success,” he urged, “and see that 
they share in it, not only in what we say 
but in what we do about it.” 


Period of Criticism 


President James A. Fulton of Home 
Life of New York spoke on “The Life 
Underwriter, the Companies and Their 
Common Problem.” Mr. Fulton said the 
country is passing through one of those 
recurring periods where there is prob- 
ably more than an ordinary amount of 
question and criticism as to all business 
institutions, including the business of 
life insurance. Annoying and even dam- 
aging as ill-informed criticism can be 
sometimes, he believes that, on the 
whole. criticism is healthy. “In the first 
place.” he said, “we are not nerfect. Tet 
any business institution get the idea that 
It 1s-perfect and that there can be no 
Sround for criticism in regard to it and 





the result is a complacency which de- 
feats self-improvement.” 

Mr. Fulton said the vast majority of 
the population of this country are per- 
sonally and vitally concerned with the 
subject of life insurance. To the major- 
ity of American citizens, life insurance 
represents their principal stake in our 
social and economic system. For this 
reason they have every right to express 
any criticism they may feel about the 
business. If the criticism is sound it 
should be listened to. If it is unsound, 
it is the duty of life men to provide the 
simple, unadorned facts. 

American life insurance conducts, in 
effect, an annual plebiscite in which 
65,000,000 ballots are cast evidencing the 
confidence or lack of confidence of the 
people in their company. Every time a 
premium notice goes out it, in effect, re- 
quires the policyholder to evidence his 
confidence in his company, a confidence 
which he backs with his hard earned 
dollars. 

Mr. Fulton suggested three fundamen- 


tal facts which should be brought home | 


to the public. First, is the cooperative 
effort of life insurance. The assets be- 
long to the policyholders and are held 
for them. The second is the value that a 
policyholder gets for his money. The 
public understands that the company 
agrees to pay a certain sum, in exchange 
for the annual premium, but it does not 
yet appreciate how the values are built 





This should be made 
more clear. The third fact is the change 
of the life insurance agent from a pure 
salesman to a service man giving honest 
and intelligent advice to his clients in the 
solution of one of life’s greatest prob- 
lems. 


up each year. 


Congress Attended by 300 


More than 300 from Detroit, a half 
dozen Michigan cities, Toledo, Ohio and 
Windsor and London, Ont., attended the 
sales congress, with J. H. Kennedy, 
Equitable Society, president Qualified 
Life Underwriters of Detroit, presiding. 

Frank Roulo, Penn Mutual, Detroit, 
spoke on “The Organized Presentation” 
and Isaac S. Kibrick, New York Life, 
gave his address “Finding Them Where 
They Are Not,” that attracted much 
favorable comment at the Houston con- 
vention last fall. 

At the afternoon session, H. Ben 
Ruhl, Massachusetts Mutual Life, De- 
troit, opened with an address, “Power 
Factors in the Interview.” Holgar J. 
Johnson, national president, followed on 
“Changing Trends.” C. Vivian Ander- 
son, Provident Mutual, Cincinnati, 
spoke on “Income Options Increase In- 
come” and conducted a seminar on the 
subject for the balance of the afternoon. 

A. A. Heald, Bankers Life of Iowa, 
acted as general chairman in charge of 
the congress, aided by W. Ryan, 
Penn Mutual, attendance: R. W. Tur- 
ner, Connecticut Mutual, entertainment: 
Wm. McCoy, New England Mutual, re- 
ception: Wm. A. Post, Connecticut Gen- 
eral, registration and S. Alberta Struts- 
man, Massachusetts Mutual, publicity. 





Gottschall Tells Supervisors 
of Eleven Steps to Failure 





An illustration of why new agents fail 
in the life insurance business was pre- 
sented to the Life Supervisors Club of 
Chicago by Walter L. Gottschall, di- 
rector of agencies, Equitable Society, 
Chicago. 

Using a chart termed “Eleven Steps 
to Failure,” Mr. Gottschall told how a 
new agent is built up to expect a great 
deal from his profession—security, fu- 
ture and permanency—is educated to do 
a stimulating job, and is then thrown di- 
rectly in association with other agents 
who have not been successful in their 
job. or who are just making a living 
selling life insurance. 

Such association is damaging to the 
morale of a new agent, and unless the 
supervisor is on the job and follows up 
on the agent in a proper manner’ the 
new agent is doomed to fail. 

The eleven steps to failure were listed 
by Mr. Gottschall as follows: 

(1) Introduction to the unit manager 
and the manager. 

(2) Inspirational build up. 

(3) Security build up. 

(4) Future build up. 

(5) Permanency build up. 

(6) Education. 





(7) Confusion. 

(8) Uncertainty. 

(9) Fear. 

(10) Listening to others. 
(11) Down and out. 


The first six steps to failure, he 
pointed out, are positive steps, culminat- 
ing in education. 

The enthusiasm of the new agent is 
dimmed, in most cases, immediately 
after the educational period. After re- 
ceiving a vigorating build up, and a con- 
ception of the job which he has to do 
he is somewhat confused. To this con- 
fusion is added an element of fear and 
uncertainty when he looks about him 
and sees the large number of men who 
have not been successful. 

He then listens to those who have 
failed or are just making a living after 
quite a few years in the business. When 
he does this he is usually “down and 
out” as a successful agent. 

“Too many new agents,” declared Mr. 
Gottschall, “are turned loose without 
the proper sales supervision. It is the 
job of the supervisor to lead the agent 
to success or to see that he leaves the 
life insurance business under favorable 
conditions.” 





Use Personality in Right Way 





There is no such thing as a cultivated 
personality, according to M. A. Gold- 
standt of Chicago, million dollar pro- 
ducer of Mutual Life of New York. 
Each one of us, he says, has a per- 
sonality, but we fail to use it in the 
right way. 

“Don’t be afraid to diagnose yourself,” 
he said. “We all know our weaknesses 
and with just a little attention and self- 





criticism we can improve our mental at- 
titude which will reflect a positive reac- 
tion in our personality. By adding a 
little tact to our God given personali- 
ties we can improve ourselves to such 
an extent that we can make it possible 
to turn failure into success in our work.” 

It is said to be an axiom that a sales- 
man must have personality to, make a 
‘successful sale. By this it is not meant 








that one must stand in front of a pros- 
pect with a silly grin on his face. A 
man must have a knowledge of his busi- 
ness to the extent of being able to con- 
verse freely about the various phases of 
it. His appearance must be that of 
being clean, shaven, neat—and this 
means shoes polished and hair combed. 

“By having a profound knowledge of 

our business,” Mr. Goldstandt said, “we 
attract the attention of the buying pub- 
lic. When we reflect prosperity—and 
we can have that only by doing business 
—people will want to do business with 
us.” 
He brought out the necessity of 
speaking the same language to the per- 
son with whom one is attempting to do 
business. When talking with a carpenter, 
speak his language; when talking with 
a plumber speak his language. 

Mr. Goldstandt cited a means of mo- 
tivation which he applied successfully 
in a great many cases. “In the course 
of the interview with a prospect, he has 
often said to you and to me, ‘Why 
should I add this insurance to the in- 
surance that I now carry? It will only 
add to my burden of paying more pre- 
miums,’” 

The reply is: “If the inevitable hap- 
pens, every man whether he admits it 
cr not, wants to leave a monument to 
himself. That is, he desires to leave 
his wife and family provided with the 
same kind of home, food and clothing 
that he is providing. If he lives he can 
see that which he has constructed com- 
pleted in such a fashion that it will leave 
him an income in later years. Remem- 
ber I am selling life insurance, not death 
insurance.” 

It is said that agents some times fail 
to move their prospects to act immedi- 
ately. They are so concerned as to 
whether or not the prospect is going to 
buy a $5,000 or a $10,000 policy that 
they lose sight of the real reason for the 
purchase of the insurance. Consequently 
they do not inject enough personality 
into the sale. 


Insurance Budgets Outlined 
for Racine Women 


Mrs. Helen M. Thomas of the Reno 
agency of the Equitable Society in Chi- 


cago told the Racine, Wis., branch, 
American Association of University 
Women, “What a Woman _ Should 


Know About Life Insurance.” 

She outlined a budget for a single 
professional woman and for a family of 
three. Answering her own question, 
“Why have a savings plan?” Mrs. 
Thomas said that out of 100 girls in 
business today, 58 will be married, 32 
will be widowed and 10 will be single by 
the time they reach 55. Of the 32 wid- 
owed, five will have independent in- 
comes, 16 will work, and 11 will be de- 
pendent. Of the married group, three 
out of five husbands will be able to sup- 
port their wives at 55; one out of five 
will be able to support his wife at 65. 
The basis of a retirement income, she 
declared, should be 30 to 50 percent of 
an individual’s present salary income. 


Linton’s Book Makes Direct Hits 


Insurance salesmen are confronted 
from time to time by booklets or pam- 
phlets that have been issued attacking 
life insurance. President M. A. Linton of 
Provident Mutual Life wrote a book 
called “Life Insurance Speaks for It- 
self.” It has been revised. With keen 
directness it clears the confused at- 
mosphere created by these critics. It 
puts to rest some of the more common 
criticisms that these muck rakers make. 
This is a practical book that any agent 
or broker selling life insurance should 
have. It is sold by THE NATIONAL 
UNvERwriTER, A-1946 Insurance Ex- 
change, for $1.50. 
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U. S. Board Seeks 
to Have Agents 
Called Employes 





(CONTINUED FROM PAGE 1) 


are said to mix work and play by writ- 
ing business during “vacations.” 
Charging the social security board 
with inconsistency, Mr. Hogg pointed 
out that it recommended the inclusion 


of insurance salesmen while at the same | 


time admitting it had been unable to 
work out a method for covering self-em- 
ployed persons. Until the latter has 
been accomplished, he declared, the for- 
mer is impossible. 


States Cognizant of Problems 


Facts which were laid before the com- 
mittee, he said, have already been dis- 
covered by the state authorities to be 
serious problems. Some states not only 
have felt that it is impractical to apply 
unemployment compensation laws to 
agents paid on commission but have 
eliminated all insurance salesmen. 

There is no real problem of unem- 
ployment in this branch of the industry, 
Mr. Estes told the committee, citing the 
case of agents handling industrial poli- 
cies, which must be serviced weekly. 
The business is always there, he pointed 
out. 

It was declared that grave difficulties 
would be encountered in determining 
when an agent actually was totally un- 
employed, since one of the requirements 
is that the beneficiary of unemployment 
compensation be able to show that he 
has been unable to secure a position. In 
the case of an agent, it is a simple mat- 
ter to secure a contract from another 
company if he leaves one. Also, a 
month or more may pass without an 
agent consummating a single deal, 
although the work done in that period 
may result in several wellpaying policy 
sales later. 

Extension of the social security act 
to agents would necessitate drastic 
changes in the agency: set-up of the 
companies, it was declared. It would 
practically destroy the present system. 
Such a purpose, the committee was told, 
undoubtedly was not contemplated in 
the writing of the law. 

The issue is believed to have been 
brought up largely due to the efforts for 
a year or more of southern life com- 
panies to secure exemption of their in- 
dustrial agents. This project was taken 
up in the Industrial Insurers Confer- 
ence, which, it was reported, sought to 
have the social security board sponsor 
an amendment. It was the thought in 
the Industrial Insurers Conference that 
since ordinary life companies’ commis- 
sioned agents have been held to he in- 
dependent contractors, legislation was 
needed to take the industrial men out 
from under the unemplovment compen- 
sation provision of the act. 

The amendment was laid before the 
wavs and means committee bv the In- 
dustrial Insurers Conference, which was 
represented by a delegation of 35 execu- 
tives and general counsels. Officers of 
the conference present included Presi- 
dent F. P. Samford. Chairman H. T. 
Dobbs of the executive committee, and 
Executive Secretarv Ravmund Daniel. 

Ordinary commissioned agents. of 
course, are not snecifically exemnted un- 
der the act. but their present wide recoc- 
nition as not swhiect to it cames solelv 
from internretations of the internal rev- 
enué hureau in the cases of snecific com- 
nanies’ agents who were shown not to 
be under control of the companies nec- 
essarv to set up the employer-employe 
relationship. 

The A. L. C. nresentation sets forth 
two principal objections to including life 
insurance agents nnder the old ave nro- 
vision in the act. First. it is areued, thev 
are not emploves hit are indenendent 
contractors or self-emploved persons. 
Second. Colonel Robbins argued, the en- 
tire history of the act indicates it was 
intended solely to apply to employer-em- 
ploye relationship and it was sustained 


by the U. S. Supreme Court as an excise 
tax on the privilege of employment. A 
tax on commissions paid an insurance 
agent who is not an employe, it was 
said, would not be a tax on the privilege 
of employment but a “naked tax on the 
right to contract with an insurance 
agent.” 


Board’s Recommendation Given 


The social security board’s recommen- 
dation was: “Old age insurance coverage 
is at present limited to the undefined 
term ‘employer’ and ‘employe’. The 
board recommends that this provision 
be expanded to the extent feasible to 
cover more of the persons who furnish 
primary personal service. The intention 
of such an amendment would be to cover 
persons who are for all practical pur- 
poses employes, but whose legal status 
may not be that of an employe. At pres- 
ent, for example, insurance, real estate 
and traveling salesmen are sometimes 
covered and sometimes not; the board 
believes that all such individuals should 
be covered.” 

The board has considered the possibil- 
ity of including self-employed persons 
under the old age insurance system, but 
stated it was not prepared to recommend 
a practical method for extending the 
coverage to these. 

The A.L.C. presentation briefed the 
arguments heretofore employed in se- 





curing exemption of ordinary comm; 
sioned agents of a number of life com. 
panies, such as that the clientele belong; 
to the agent, that the business of soli. 
citing insurance is generally recognized 
as an independent business or profession, 
that the company prescribes no working 
hours for the commissioned agent, dogs 
not direct where he shall go, what he 
shall do nor how to do it; that the agent 
pays his business expenses out of his 
commission. 

“Since neither the social security 
board nor the President desires to ex. 
tend the act at the present time to self. 
employed persons,’ Colonel Robbins 
concluded, “there is no logical reason 
for the inclusion of insurance agents 
who are not employes, but rather self. 
employed persons or independent con- 
tractors. If he is an employe he is coy- 
ered under the present act without any 
amendment, and should the insurance 
agent be singled out to be brought under 
the act, there is no reason why all other 
self-employed persons and independent 
contractors should not also be placed 
under it.” 


James L. Hanley, Prudential superin- 
tendent, Stamford, Conn., will observe 
the 40th anniversary of his service with 
that company March 27. He began his 
work with the company in the New 
Haven district. 
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The Columbia Life Insurance Co. 


Cincinnati, Ohio 
@ 
36 Years in OHIO, INDIANA, KENTUCKY 


All forms of life policies issued—Juvenile one day up, adults, 10to75 


Write for particulars: WM. H. WEST, Vice- President 


LONG TIME RENEWALS 


























LOW 


Pure Protection 


Life Insurance 


(WHOLE LIFE POLICY) 


No Cash Values 


COST 





Life Insurance in itself is inexpensive 








We are proud of our THIRTY YEAR record of 
dependable service to our policyholders. During 
this time the country passed through the GREAT- 
EST WAR in history—the GREATEST EPIDEMIC 
and the GREATEST DEPRESSION. It has never been 
necessary to borrow money from the govern- 
ment or any other source to meet our obligations. 


Attractive proposition to agents and brokers 


INTERSTATE RESERVE LIFE INSURANCE COMPANY 
10 East Pearson St., Chicago, Ill. e Phone Superior 1714 


“THE SUN NEVER SETS ON AN UNPAID CLAIM” 
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